FEATURE THE NEW 


Aunter 


FLOOR FAN 


FEATURES: 


360° air circulation Circular safety guard Circulates cool air 

ee a ee from floor up 

an _— tyied in plastic and chrome 

3500 CFM—3 speeds y P . 
: Compact and easy to move 

Capacitor-type motor, 

Exceptionally quiet rubber mounted Guaranteed 5 years 


Order from your Hunter distributor or from fu ™~ 
I fan! It’s a seat! 
| HUNTER FAN AND VENTILATING CO. Kore: 


ABSOLUTELY SAFE 392 Ss. Front St., Memphis, Tenn. SINCE (886 





“The 60-second gold mine! 


60 SECONDS MAKE A MINUTE... minutes run 
into hours and into money before you know it! And 
that’s why Gedney Fittings are the best buy obtainable 
today. Gedney Fittings are machined with absolute 
accuracy. They'll save you the minutes that can add up 
to hundreds of dollars of a workman's time—each year! 


GEDNEY FITTINGS FIT! 


*® Accurate castings of malleable iron .. . no breakage. 
® Threads cut true... perfect conduit alignment 
® Designed to fit... vibration cannot work it loose. 


RKO BLDG. + RADIO CITY + NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 
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engineered to meet defense production needs 


for higher lighting levels at lower maintenance and operation costs 


One of today’s most important defense production light- 
ing problems is not only how to get HIGH LIGHTING LEVELS 
economically, but also, how to sustain them economically, 
year after year. Benjamin’s answer is “MAGNA-FLO”. This 
new lighting system, by utilizing the new, high light-out- 
put efficiency T12 Slimline Lamps, provides higher light 


original high reflectivity with occasional soap-and-water 
cleaning. “Springlox” Lampholders sustain efficiency by 
facilitating maintenance of the reflector and the lamps 
themselves. Benjamin “Battleship” construction, utilizing 
extra-heavy gauge reflector steel, sustains efficiency by 
preventing sag, distortion and breakage. 


output more efficiently, more ECONOMICALLY, than any 
other Benjamin-built fluorescent unit. 

Furthermore, with ‘“‘Magna-Flo” you are assured that this 
high light-output efficiency of the T12 lamp is SUSTAINED 
ECONOMICALLY, year after year. Porcelain Enameled re- 
flecting surfaces sustain this efficiency by maintaining 


BENJAMIN T2a 


Sold Exclusively Through Electrical Distributors <= ; 


FREE “MAGNA-FLO” BULLETIN brings you complete ut 


data about this most modern, efficient way to get 
HIGHER LIGHTING LEVELS at lower cost... write 
for your free copy TODAY! BENJAMIN ELECTRIC MEG. 


co., Dept. Z-1 Des Plaines, Ill. an 
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; d 
e n g | i e e re TO CAPITALIZE TO THE FULLEST 


ON THE NEW, HIGHER-EFFICIENCY, INSTANT-START T12 SLIM- 
LINE LAMPS! “Magna-Flo” Units are available in a wide range 
of systems for nearly all industrial seeing requirements! Open or 
closed-end diffuser-type reflectors are available. Apertures in these 4) 
reflectors direct 5% of light upward for greater seeing comfort. ' iN 

i d yi 
e n g j n e e re TO REDUCE MAINTENANCE 
AND OPERATING COSTS! Exclusive “SPRINGLOX” Lamp- 
holders, by simplifying re-lamping, facilitate reflector 
cleaning and maintenance. They make possible fast, one- 
hand lamp insertion, and assurance against lamps working 
loose or dropping out. 
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Look at Graybar methods — Pian 
ahead with Graybar for dependable, “on-schedule” 
deliveries of electrical supplies — you’ll find 
Graybar service hard to beat. 

When you order from Graybar, you take full 
advantage of modern, shortage-beating distribu- 
tion methods—methods that, even under today’s 








uncertain conditions, will help eliminate delays 
and keep projects running smoothly. 

Graybar’s nation-wide warehouse system, up- 
to-date inventory methods, and carefully selected 
supply sources reduce the effects of local shortages 

. provide the fastest possible deliveries of emer- 
gency items. 


To speed procurement of electrical items— 


Look 


behind the Graybar tag 


Look at Graybar men 


Your local Graybar Representative knows electrical products—knows 

how they can best be used. He’ll be glad to work with you and your 
customers in the selection of materials and the practical scheduling of 
orders. Experienced Graybar Specialists are constantly available to help 
you solve out-of-the-ordinary problems in all of the major electrical fields. 
In addition, your local Graybar office offers a comprehensive catalog and 
quotation service by competent inside personnel. You’ll find it 

helpful in preparing estimates and meeting job specifications. 


Look at Graybar materials 


Graybar distributes more than 100,000 different electrical items— 
products made by 200 of the nation’s leading manufacturers. 

Subject to defense priorities and regulations, Graybar can supply—on a 
single order—the necessary materials, equipment and tools for wiring, 


lighting, ventilation, communication, or power. cased 


GRAYBAR ELECTRIC COMPANY, 
Executive Offices: 
Graybar Building, New York 17, N. Y. 


INC 


Avoid electrical delays—plah ahead /., 


IN OVER 
100 PRINCIPAL CITIES 
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CERTIFIED B 


® Recent experience has shown that fluorescent lamps last 50% 
longer when powered by CERTIFIED BALLASTS rather than 
poor quality ballasts that are commercially available. 


This, together with the fact that CERTIFIED BALLASTS assure 
rated light output and long, satisfactory ballast life makes 
CERTIFIED BALLASTS a must in selecting fluorescent equipment. 


CERTIFIED BALLASTS are made to exacting specifications, then 
tested and checked by Electrical Testing Laboratories, Inc. 


*Lead lamps on a two-lamp ballast. 


® Complete information on the types of CERTIFIED 
BALLASTS available from each participating manufacturer 
may be obtained from Electrical Testing Laboratories, Inc., 
East End Avenue at 79th Street, New York, New York. 





Participation in the CERTIFIED BALLAST program is 
a open to any manufacturer who complies with the require- 
P, ments of CERTIFIED BALLAST MANUFACTURERS. 


/“panie BALLAST MANUFACTURERS 
os 





Makers of Certified Ballasts for Fluorescent Lighting 


2116 KEITH BLDG., CLEVELAND 15, OHIO 
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1005—Building Wire, Cable, Conduit. Extensive technical 
data on a comprehensive line of electrical cable, building wire, 
and conduit raceways are provided in a new 86-page publication, 
General Catalog No. 500, issued by Triangle Conduit & Cable 
Co., Inc., 1906 Jersey Ave., New Brunswick, N. J. Handsomel\ 
bound in sturdy leatherette to take years of wear, this catalog 
also contains valuable information on electrical engineering and 
wiring standards for the aid of contractors, engineers, architects, 
and industrial users. 


1007—Panelettes. An illustrated 8-page folder describing Fed 
eral Noark O L Panelettes is now avaiable from Federal Electric 
Products Co., 50 Paris St., Newark 5, N. J. Clearly explained 
are uses, adding of circuits, wiring, flexibility of the umit, pro- 
tection afforded, and elements of the panelettes. Illustrated are 
typical wiring diagrams, along with cutaway illustrations. 


1011—Conduits. “Natural Electric Conduits” is the title of 
the new 30-page Catalog No. 603 which describes and illustrates 
the many types of electrical conduits that are manufactured by 
National Electric Products Corp., Chamber of Commerce Bldg., 
Pittsburgh 19, Pa. 


1013—Proper Cable Sizes. A new booklet, “Selection of Proper 
Cable Sizes,” has just been issued by General Electric’s Construc- 
tion Materials Advertising Department, Bridgeport, Conn. This 
publication deals with the method of determining cables and 
cable sizes of asbestos-varnished cambric cables, Types AVA, 
AVB, and AVL. 


1015—Shunt Capacitors. A new bulletin, No. 21, on the use 
of shunt capacitors for power factor correction has been prepared 
by the James R. Kearney Corp., 4236 Clayton Ave., St. Louis 
10, Mo., and is now available al general distribution. 


1019—Service Panels. Information and prices on protective 
control centers for homes, apartment buildings, service stations, 
and industrial applications is contained in Bulletin 494, “New 
Push-Button Service Panels,” issued by BullDog Electric Prod- 
ucts Co., Detroit, Mich. 


1023—Protective Control Centers. Information and prices on 
a new line of push-button protective control centers are con 


tained in Bulletin 493, “BullDog Pushmatic and Pushmatic 
Electri-Centers.” BullDog Electric Products Co., Box 177, 
Roosevelt Park Annex, Detroit 32, Mich., has made the bulletin 
available. 


1031—Heating Units. The new Chromalox Catalog of Indus- 
trial Electric Heaters, Catalog 50, is available from Edwin L. 
Wiegand Co., 7600 Thomas Blvd., Pittsburgh 8, Pa. Four basic 
Chromalox units—strips, rings, tubulars, and cartridges—with 
wide variations in wattage, voltage, and sheath material, are list- 
ed, as well as easy selection and application data 


1035—Electrical Fittings and Devices. Buchanan Electrical 
Products Corp., 1290 Central Ave., Hillside, N. J., offers a 12- 
page catalog covering solderless connectors, cable and conduit 
ittmgs and wiring devices. It contains complete data on “Splice 
Caps” and “Termend” lugs for wire splicing and terminating, 
box connectors for metallic and non-metallic sheathed cable, bot 
plain and insulated conduit bushings, conduit locknuts, knock- 
out plugs, terminal blocks, attachment plugs, fuse pullers, etc. 
Suitable illustrations, dimensional data, and application instruc- 
tions are included. 


1039—Switches and Guards. Newly released 32-page, two-color 
Catalog No. 49, of the McGill Manufacturing Co., Inc., Val- 
paraiso, Ind., contains complete descriptions of Levolier switches, 
McGill lamp guards, and McGill electrical specialties. 


1041—Cabinets and Boxes. Thirty pages ot catalog sheets com- 
prise a new catalog available from B & C Metal Stamping Co., 
P. O. Box 56, Station D, Atlanta, Ga. The catalog is divided 
into three sections: products for electrical applications in gen- 
eral, products for the utilities and the R.E.A., and products for 
appliance distributors. 


1045—Electric Connectors. General Electric Co., Schenectady 
5. N. Y., has announced a booklet describing a complete new 
line of solderless electric connectors which accommodates a 
wide range of conductor sizes. The new line is completely il- 
lustrated and diagrammed. This booklet is available from the 
Apparatus Dept., General Electric, in Schenectady 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 


(Print Plainly) 





Circle numbers be'ow. Bulletins and 
catalogs will be mailed promptly. 





1005 1007 1011 1013 1017 
1019 1023 1031 1035 1039 
1041 1045 1051 1053 1071 
1079 1081 1085 1087 1093 
1095 1097 1099 1103 1105 
1107 1109 11il 1115 1117 
1119 1121 1125 1127 1129 
1131 1133 1135 1137 











ELECTRICAL SOUTH for JULY, 1951 








COMPRESS spring clip that holds 
cable. 


SNAP IN to box knockout and the 
cable is set — the job done! 


 &@ 


SnapX Fittings for 2-12 and 3-12, 2-14 and 3-14 
armored, and 3-12 and 3-14 non-metallic cable 
carry the underwriters seal.of approval. 











PAT APPLO. FOR 


: \ 

The Entirely New Connectors For 
Armored and Non-Metallic Cable 
That You Just Snap Into Place! 


SNAPX is the new cable connector that is installed without 
tools. There are no nuts or screws to tighten. Just compress, 
snap it in place and it’s set. 


To try it is to buy it. See how easy SNAPX is to use! Write 
today for your free sample, giving the name and address of 
your electrical wholesaler. 














BICAEL 


GALVA,* fLLINOJUS 
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1051—Air-Cooled Transformer. Bulletin No. 49-ACO is now 
available from Marcus Transformer Co., Inc., 34 Montgomery 
St., Hillside 5, N. J., giving descriptive details on the company’s 
new air-cooled distribution transformer. Designed for indoor 
or outdoor use, the new transformer utilizes heatproof class B 
and C insulation which enables it to withstand overloads and 
eliminates the use of oil or other liquids. 


1053—Bustribution Duct. This 23-page bulletin, No. 462, 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In- 
Bustribution Duct for bus duct electrical distribution. The 
bulletin is profusely illustrated. The many drawings included 
show details of the duct, the various fittings, and the hangers, 
as well as diagrams of complete systems. 


1071—Plugs and Receptacles. Additional loose-leaf sheets for 
insertion in the Pylet Catalog 1100 are available from the 
Pyle-National Co., Chicago 51, Ill. These pages des :ribe a 
wide range of plugs and receptacles for special purposes. 


1079—Connectors. A 24-page, three-color catalog describing K 
& H solderless terminal lugs and connectors may be obtained 
from Krueger & Hudepohl, 5 East Third St., Cincinnati 2, 
Ohio. A wealth of information, including specifications, descrip- 
tive material and illustrations are included. 


1081—Busduct Data. Various applications of the FA busauct 
for industrial ay are illustrated in this 31- ge bulletin 
made available by the Frank Adams Electric Co., St. Louis, Mo 


1085—Lighting Fixtures—Eastern presents their most —_ 
plete catalog, 32 pages of engineered lighting data, includin 
variety of fixtures for all arc chitectural, commercial and in & 
trial applications. Eastern Fixture Co., Inc., 70 Vernon a 
Boston 20, Mass. 


1087—Connectors and Fittings. The M. & W. Electric Mfg. 
Company, Inc., East Palestine, Ohio, announces a new twenty- 
four page catalog covering Service Entrance Cable Fittings, 
Ground Clamps, Ground Rods, BX and Romex Connectors, 
Staples, Conduit,Fittings, W ireholders, Insulator Supports, Cable 
Racks and Watt-hour Meter Protectors. 


1093—Magnetic Motor Starters. new 22 page booklec 
(Catalog No. 6300—AIA file No. 3163) issued by the Monitor 
Controller Company, 51 Hayward Street, Boston, Mass., de- 


scribes in detail the Company's V-type starters and explains the 


= inherent in the patented Compensated Thermal over- 
oad. 


1095—Electrical Specialties. The F. D. Kees Mfg. Company, 
Beatrice, Neb., has available upon request, a 20-page catalog illu- 
strating various types of enclosures and other electrical specialties 
manufactured. This 76-year old firm supplies the better-known 
utilities and jobbers throughout North America. 


1097—Flexible Cords and Cord Sets. A complete 9-page cata- 
log is available from Cornish Wire Company, 15 Park Row, 
New York 7, N. Y., containing data on all standard electric 
-wds and stock cord sets, including Neoprene-jacketed. Also 
descnptive data on the new UL approved all-Neoprene heater 
cord—“COROPREX”. 


1099—Lighting Fixtures. Fluorescent and incandescent lumi 
naires for schools, offices, stores and churches are illustrated in 
a series of bulletins issued by Curtis Lighting, Inc., 6134 West 
65th Street, Chicago 38, Ill. The entire series or any indivi- 
dual bulletins may be obtained upon request. 


1103—Electrical Connectors. Burndy Industrial Catalog 52, 
featuring a complete line of general-purpose connectors for in- 
dustrial wiring is available. Complete information concerning 
application, construction features and dimensions of these con- 
nectors are included, as well as several pages devoted to engi- 
neering data. Published by a Engineering Co., Inc., 107 
Bruckner Blvd., New York 54, N. Y. 


1105—SnapX Connectors. A new folder on SnapX connec 
tors is now available from Briegel Method Tool Co., Galva, III 
Illustrated and explained are the three steps necessary for con 
necting cables to boxes with this new connector for armored 
and non-metallic cable. 


1107—High Voltage Portable Cables. The various types for 
use from 600 to 15,000 volts are described and illustrated. Cata- 
log listing including weights and outside diameters are given 
Detailed splicing instructions are included. Copies may be ob 
tained from Simplex Wire & Cable Co., 79 Sidney Street, 
Cambridge 39, Mass. 


1109—Anchoring and Drilling Devices. An illustrated 32- page 
catalog No. 65, describing more than twenty-five anchoring and 
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drilling devices for making fastenings to masonry, is available 
from the Arro Expansion Bolt Company, Marion, Ohio 


1111—Fluorescent Fixtures. The specifications on all fixtures 
built by the Light & Power Utilities Corp., of 1035 Firestone 
Blvd., Memphis, Tenn., are detailed with illustrations in the 
newest catalogue issues by this company. The cover of this cata- 
logue has an interesting wood cut called Light through the 
Ages which depicts the advance of lighting from the cave man 
to modern fluorescent lighting. 


1115—Remote-Control Wiring. An eight-page, non-technical 
booklet on remote-control wiring, publication No. 16-330, writ- 
ten expressly for the consumer, is available from the G.-E. Con- 
struction Materials Dept., Bridgeport 2, Conn. The booklet gives 
a picture story on the convenience, safety, and economy of this 
new wiring method. 


1117—Fluorescent Fixtures. The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo., has released a new catalog 
covering their complete line of commercial and industrial, fluo- 
rescent .and germicidal lighting equipment. A full range of 
fluorescent fixtures is presented in the catalog, No. 47, in a 
condensed, easy-to-refer-to form 


1119—Ventilating Fans. Beautifully illustrated separate cata 
logue sheets on each of Murray's four home ventilating fans 
(20” portable, direct-drive window fan; 24” portable, belt-drive 
window fan; 24” to 48” vertical draft, horizontal mount attic 
fan) giving full description, specifications, dimensions and in 
stallation instructions. H. C. Biglin Co., Inc., 177 Harris St., 
N. W., Atlanta, Ga 


1121—“SPIKE-LITE,” a new om ae of PERFECT-LINE 
Manufacturing Corp., Hicksville, N. Y., is now available. The 
“SPIKE-LITE,” a weatherproof, adjustable, aluminum lamp 
holder, is ideal for special outdoor lighting for farms, gardens, dis- 
plays, billboard, etc. It is complete with stake, asbestos gasket 
and 10 ft. or 25 ft. outdoor cord and plug, and uses PAR 38-150 
watt lamp which is not included 


1125—Paulding Wiring Devices—Lighting Fixtures. New No 
18 Catalog of 40 pages illustrates and describes more than 75 
wiring devices and incandescent lighting fixtures. Furnishes full 
specifications together with shipping information. Invaluable 
to Architects, Engineers, Contractors, Maintenance men and 
volume purchasers. John I. Paulding, Inc., New Bedford, Mass 


1127—Bar-Hangers and Supports. Three time-saving items 
—adjustable bar-hangers, rigid upright box supports, and rigid 
upright conduit supports—are described and illustrated in Bulle 
tin No. 3 FL, available from The Fast-Lok Mfg. Co., Ash St 
at Bedford, Bridgeport 5, Conn 


1129—Fluorescent Lighting Fixtures. A complete catalog of 
the Compco fluorescent line is available from Compco Corp., 
2251 W. St. Paul Ave., Chicago 47, Ill 


1131—Fluorescent Units for Slimline Lamps. This new, 
illustrated, 20-page bulletin gives complete specifications of 
general purpose, “Magna-Flo” lighting systems for 96, 72 and 
48-inch, T12 Slimline lamps. Describes individual units and 
continuous line systems plus accessories. 8%” x 11” page size 
Write Benjamin Electric Mfg. Company, Des Plaines, Illinois 
and ask for bulletin “mf” 


1133—Vaportight Fixture. New Appleton “V-51"" Series Con 
vertible Vaportight Lighting Fixture is fully described and 
illustrated, for pendant, ceiling or bracket mounting, with or 
without reflectors and guards. Wattages, weights and dimen 
sional data. Bulletin 5-A, 20 pages and cover. Appleton Elec 
tric Company, 1701-59 Wellington Avenue, Chicago 13, 


1135—Electrical Wiring Devices. Catalog 0. 12A, containing 
the complete electrical wiring device line of Leviton Mfg. Co., 
Brooklyn 22, N , is a 64-page thoroughly illustrated one 
Included are such features as the Kwikchange line, with wiring 
diagrams, a general index, and an index to catalog numbers. This 
catalog is a reprint of Catalog No. 12, and is for temporary use 
while an entirely new and completely revised catalog is being 
prepared 


1137—Fittings. A handy, compact, easy reference manual 
has been made available by O. Z. Electrical Manufacturing 
Company, Inc., 262 Bond St., Brooklyn, N. ¥ The new 
manual contains illustrations, c: atalog number, price, and weight 
of the complete line of O. Z. electrical fittings. Distributors 
counterman, electrical contractors, and estimators will find this 
handy manual extremely simple to use. All necessary informa 
tion 1s indexed three ways—by photo, product name, and catalog 
number 
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P” SURF, NOR ROCKS, & 
NOR ‘BARNACLES.... 


This “beat-up” looking piece of TIREX Cord is a veteran of many battles with the sea. Here’s 
an excerpt from a field report describing its performance. 


“TIREX Cords and Cables have been found to be the only product that can be 
counted upon to withstand consistently the severe abuse to which they subject cables 
in their research work. One instance was given: A TIREX Cord led from a heavy in- 
strument located on the ocean bottom several hundred yards from the shore, through 
the surf and over a rocky water line to the point where they were taking readings. 
After an unexpected storm they found this heavy instrument cast far up on the beach 
with the cord still attached, but in a tangled mass. The instrument was a total loss 
but the cord was intact and was used again on many subsequent occasions without 
requiring repair.” 


Isn’t that the kind of service you want from your portable cords and cables? Of course it is! 
You can be sure to get it if you specify and be sure you get Simplex-TIREX Cords and Cables. 
They’re a product of Simplex Research. 


Simplex Research gave you the first heavy duty, rubber-jacketed portable cord or cable; the 
first low water absorption insulation; the first rubber-jacketed underground cable. Besides these 
notable “Firsts” Simplex Research has provided a great many developments which have enriched 
the art of cable design. 


TIREX is not made nor recommended to be used under water. However, the spectacular life of this TIREX 
Cord illustrates perfectly the inherent ruggedness of TIREX. This ruggedness has been deliberately built into all 
TIREX Cords and Cables. It is one of the “plus values” that you get when you use TIREX. 





SIMPLEX-TIREX IS A PRODUCT OF SIMPLEX RESEARCH 


SIMPLEX-TIREX 


SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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A More Economical Connector... A More Efficient Lighting Fixture... 








Here is a 42”, 34” or 1” thin- 

wall connector that costs less, 

installs faster, provides extra 

wiring room. Eliminates 

locknuts. Knurled chamfer 

bites the rim of the knockout = 

to prevent slippage and pro- TWIST— 
eatent arruige ren vide perfect grounding. Write ’ It’s ON! 

for Price Sheet TNI-351. 


— 


PATENT APPLIED FOR 


TIGHTENS WITH 


SINGLE WRENCH : 
wy wr : sf New "V-51” Series. Never before a 


vaportight lighting fixture so safe, so 
efficient, so easy to maintain! Exclu- 
sive Unit Assembly makes receptacle, 
globe and guard instantly detachable 
for re-lamping, without tools! Converts 
for higher or lower wattage lamps 
just as easily. Reflector has exclusive 
neoprene rubber ring mount. Write 
for Bulletin 5-A. 





peeceeeeeseeresese @eeeoeseseeseeeseeeeesee 


A Much Safer Fixture 


Hanger Cover... 





A Simpler, Stronger 
Entrance Fitting... 


Positive protection against fall- 
ing! Safety clips automatically 
position directly above outlet Box 
ears. Permanently joined to the 
cover, clips will support weight 
of fixture even if outlet box scréws 
rust through or vibrate out! An 
exclusive Appleton safety feature. 
> -— Write for Price Sheet TNI-551, 


Appleton OF-1 and OF-2 
Service Entrance Fittings 
combine convenience, econ- 
omy and greater weather 
protection. Single-piece 
bodies eliminate need for 
separate cover on entrance 
head. No covers to become 
lost before installation, 
loosen or dislodge after job SWIVELS 30° FROM PLUMB 
is done. Write for Price Sheet 

TNI- 351. 


Sold Through Electrical Wholesalers A xo aa | T  @ ] he 


AG A | APPLETON ELECTRIC COMPANY 


= 1754 Wellington Avenue « Chicago 13, Illinois a L rE T aa a 
Brench Offices: NEW YORK, 50 Church St. © DETROIT, 3049 E. Grand Bivd. * CLEVELAND, 1836 
Euclid Avenve © SAN FRANCISCO, 655 Minna St. © ST. LOUIS, 227 Frisco Bidg. * LOS ANGELES, 


100 N. Sonta Fe Ave. * ATLANTA, 724 Boulevard, N. E. © BIRMINGHAM, 429 Brown-Marx Bidg. 
MINNEAPOLIS, 305 Fifth St. S. © PITTSBURGH, 414 Bessemer Bidg. © BALTIMORE, 100 E. Pleasant St. 


BOSTON, 10 High Street * DENVER, 1921 Bicke Street © PHILADELPHIA, 1017 Cherry Street 
CINCINNATI, 626 Greadway ° * HOUSTON, 717 M. & M. Bidg. © HAVANA, Cuba, Malecon No. 9. 
Resident R t Bingh Dallas, Indianapolis, Kansas City, Orlando, 
Milwaukee, New Orleans, Seattle, Portland, Ore. 
Export Representatives: International Stendord Electric Corp., 67 Broad St., New York 4, nN. Y.) 
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New Features Save Floor Space, 
Speed Up Wiring, Facilitate Operation 


LESS FLOOR SPACE NEEDED 


Compact trough design allows more troughs to be used 
in a given area of floor space. 


LOTS OF ROOM FOR WIRING 


Generous (4 x 8 in.) wiring gutter makes wiring easier 
—can be accomplished with units in the trough—and al- 
lows use of over-size cable on long runs, keeping volt- 
age drop low. 


Centr-A-Power 


--.a@ cinch to sell on both 


ACCESSIBLE FROM FRONT 


CENTR-A-POWER Switchboards are completely accessi- 
ble from the front, permitting aisle, back-to-back, “L” 
and “U” installations, further saving floor space. 


TRUMBULL’'S TRAINLOAD OF NEW PRODUCTS 
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Switehboards 


quality and price! 


Save customers installation time and mainte- 
nance costs with Trumbull’s new type of switch- 
board for complete low voltage (600 V and under) 
switching requirements. Because of pre-engineer- 
ing and standardization, you can now offer high- 
est quality construction at lowest possible cost. 
Here are some of the features: 

Pre-fabricated, rigid steel troughs can be placed 
in any arrangement to provide a completely dead- 
front, totally-enclosed switchboard. Wiring gut- 
ter design is such that load wiring is isolated from 
incoming load bus. Compact switch or breaker 
units, called CENTR-A-PLUGS, are easily mounted 
or removed, A quick-clip attachment saves time 
in installation, inspection and maintenance. Self- 
aligning latches replace bolts and nuts. Positive 
connection to bus bars is assured by use of spring- 
loaded, reinforced stabs. Each CENTR-A-POWER 
unit self-contained and electrically isolated from 
adjacent units. 

















How CENTR-A-POWER Fits in 
with Existing Rigid Type 
Switchboard Equipment 


CENTR-A-POWER is made from three standard 
troughs, all 90 in. high. At left is unit type CENTR-A- 
POWER with 18 in. trough; it handles fusible switch- 
es through 200 amp. and circuit breakers through 
600 amp. Two standard section troughs are indicated 
in the center. Type A is 22 in. wide, handles 400 and 
600 amp. fusible switches. Type B is 28 in. wide, 
handles fusible switches through 1200 amp. and cir- 
cuit breakers through 1600 amp. 

Unit-Type Troughs (18 in.) are furnished assem- 
bled or unassembled. Large standard sections are 
furnished assembled only. 





ALSO —TRUMBULL CENTR-A-POWER 
CONTROL CENTERS 
which are of similar construction and line 
up mechanically and electrically with 
CENTR-A-POWER Switchboards. 











THE TRUMBULL ELECTRIC 
MANUFACTURING COMPANY, 
DEPARTMENT OF GENERAL ELECTIC COMPANY 
Plainville, Conn. 


TRUMBULL (T) ELECTRIC 


TRUMBULL’S TRAINLOAD OF NEW PRODUCTS 
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all... 


but they’re easy for 


AMERCLAD* 


*the heavy-duty electrical cable and cord 





You'll find U-S-S Amerclad down in the mines, where it’s re- 
lentlessly coiled and uncoiled and dragged over rails and ties. You'll 
find it on railroads for general utility use under all types of conditions. 


You'll find Amerclad delivering power to the shovels in quar- 
ries and strip mines. There, it’s reeled in and out all day long and hauled 
over sharp rock. 


You'll find Amerclad under water, too . . . it’s used on dredges 
that need electrical cable that can withstand great abuse. Actually, 
there’s an Amerclad Cable or Cord for just about any tough operating 
condition you can name. 


Amerclad Cable and Cord is jacketed with tough, resilient 
Amerprene. This quality jacket resists moisture, sunlight, mineral oil, 
grease, flame. It will not propagate fire. And it meets the requirements 
of ASTM D752. 


Amerclad Cable and Cord can be furnished with PS Shielding,t 
the conducting rubber tape that prevents corona discharge because it 
oe will not pull away from the insulation like metallic shielding. 


AMERICAN ‘For more information, get in touch with your nearest American 
Steel & Wire Company office. 


ELECTRICAL WIRE tPS Shielding—an original development of American Steel & Wire Company 





AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA STEEL COMPANY, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM, SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


American Electrical Wire & Cable 


U NIT EOD STATES a. = 
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A sweet sale 
fo rest your 
reputation on... 


ELECTRIC MOTORS 


Your reputation largely depends on keeping 
your customers happy with what you sell them. 
So whenever you sell or install a motor for a 
ventilator, furnace or pump—for a home work- 
shop or any other use—make it a Hoover Motor! 


Hoover Motors are built like motors costing 
far more. They give your customers long, 
quiet, dependable service. And whatever your 
customers’ needs, there’s almost sure to be a 
Hoover Motor to suit them—to rest your 
reputation on! 


Here's a new general-purpose Hoover Motor that's 
typical of the wide Hoover line. It's a NEMA "C” 
face-integral HP motor. It's designed for such 
applications as circulating water pumps, sewage 
pumps, machine tools where vertical operation is 
required, and any other general-purpose applica- 
tion suitable to face-mounted motors. It is drip- 
proof and has a totally enclosed, dust-proof, 
external switch housing. It also comes in a vertical 
model with a canopy. 

Other capacitor-start, general-purpose motors 
from % through 3 HP. Polyphase motors from “% 
through 5 HP. Besides these general-purpose 
motors, there are many Hoover Motors designed 
especially for pumps, oil burners, fans and blow- 
ers. Write for details. 

THE HOOVER COMPANY 
Kingston-Conley Division 
68 Brook Avenue 
North Plainfield, New Jersey 
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WHERE 


WHEN YOU NEED 
TOP-QUALITY 


ACSR Conductors 


Copper Wire 
and Cables 


Galvanized 
Steel Strand 


Weatherproof Wire-- 
aluminum or copper 


ACSR Accessories 


SHINE 


Write, telegraph or telephone 


SOUTHERN ELECTRICAL 
CORPORATION, 


Chattanooga, Tennessee. 
Our own trucks deliver to any 
point in the southeastern area 
within 48 hours — unless pre- 

vented by circumstances 


beyond our control. 


SOUTHERN QUALITY SOUTHERN SERVICE 
MEETS EVERY TEST Mee. E > sil EXCELS THE REST 
Phone 7-3325 SiGe P.O. Box 989 
Pies or 8D 8 


CHATTANOOGA, TENNESSEE 
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Appliance manufacturer steps up 
production with 


mobile power 


BEFORE— Long, entangling extension cords 
from old-fashioned, stationary outlets wasted 
valuable time, jeopardized workers’ safety. 


AFTER—Trolleys move with the job, trans- 
mitting “on-the-spot” power. Some manufac- 
turers report BullDog Industrial Trol-E-Duct 
saves as much as 30 minutes per man per shift. 


eeitibeiiieh eit s ) 


system 


Put this slot to work for you! It’s 
the only answer to profitable 
power for modern assembly lines, 


BullDog Industrial Trol-E-Duct can save you 
up to 30 minutes per man per shift! 


UT EXTRA profit in your production line with flex- 
ible, efficient BullDog Industrial Trol-E-Duct. 


This revolutionary system carries current by copper 
bus bars encased in insulated steel duct. Trolleys, 
pulled along the continuous slot in the bottom of the 
duct, transmit power from bus bars to portable elec- 
trical tools, cranes, hoists and other moving “loads.” 


Awkward extension cords are eliminated. An eight- 
ounce pull moves power with the job. Workers can 
tap off power at any point along an Industrial Trol- 
E-Duct run. 


And this modern system is just as flexible in meeting 
installation changes as it is in use. Every inch of 
Industrial Trol-E-Duct is salvable and can be quickly 
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dismantled and reinstalled when it’s time to move. 


Yes, you can solve many a production headache 
with “on-the-spot” power. Your local BullDog Field 
Engineer will be glad to show you an Industrial Trol- 
E-Duct installation near your own plant any time. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN ° FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


-S) BuLLDocG 


PIONEERS IN FLEXIBLE ELECTRICAL DISTRIBUTION SYSTEMS 
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JOB-RATED LIGHTING 
FOR AMERICAN INDUSTRY 


NOW—MITCHELL introduces the first Job-Rated lighting in every working area. Featuring exclusive 
lighting line designed to the specifications of Ameri- | newadvantages,"‘ Dynalite’’ makes possible simplified 
can industry. ‘““Dynalite”’ offers 82 high-efficiency planning and installation of lighting rated to provide 
units in an unprecedented range of types for proper maximum efficiency in any industrial application 


THE COMPLETE, UNIFORM, IN-STOCK INDUSTRIAL LIGHTING LINE 


6 LAMP TYPES & SIZES 4 LAMPHOLDER TYPES 3 SHIELDING TYPES 2 REFLECTOR TYPES 


4 Tr Medium Bi-Pin ==. 


4 
x A 
-12 40-watt 48” bi-pin 


17 40-watt 60° Low- Brightness 
mogul bi-pin 


17 40-watt 60° Low- Brightness 


bi-pin 


-12 40-watt 48” 430 ma. Slimline 
12 75-watt 96” 430 ma. Slimline | @ e 


ITM “DYNALITE” CATALOG 


See how MITCHELL “‘Dynalite’’ custom-fits 
any industrial lighting job. Have the com- 
plete technical data that makes it easy to 
specify correct industrial lighting. You'll 
want a FREE copy of the complete “ Dyna- 
lite’’ Catalog packed with descriptive details. 
Write for it today. 


MITCHELL MANUFACTURING COMPANY j 
2525 N. CLYBOURN AVE., CHICAGO 14, ILLINOIS 


Side Shielded 


Push Type 
Single Pin 


Turret Type 


Bi-Pin 


~\ MITCHELL Baked Enamel 


= 


single pin Mogul Bi-Pin Louver Shielded ' 
17 85-watt 60” Krypton mogul | —— ae ' 
| =< 


RLM Porcelain Enamel 
Longitudinal Shielded 


MULTI-CHANNEL TYPES—THE RIGHT UNIT FOR EVERY JOB 


Available in 4, 5, 8 and 10 foot lengths single, tandem and 
combination types . 2,3 and 4 lamp units. Continuous uniform 
wireway channel makes it easy to plan any installation light-rated 
to the job. There’s nothing like “‘Dynalite’’ for limitless flexibility, 
economy, quality and dependability 


ee oe 


MITCHELL MANUFACTURING COMPANY 
2525 N. Clybourn Ave., Chicago 14, Illinois 


([] Send Free descriptive catalog on MITCHELL 
" Dynalite’’ Job-Rated Industria: Lighting 


Name 





Firm Name 





Address 





City Zone State 





In Canada: Mitchell Mfg. Co., Ltd., 11-25 Davies Ave., Toronto L — —— =e oe ee ee ee ee ee oe oes = | 
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ADEQUATE WIRING 


Better wiring is an industry-wide problem although 


Five-way promotion gets 


by J. H. McGuire 


Division Residential Sales Engineer 
Georgia Power Company 
Atlanta, Ga. 


@ THE PROMOTION of Adequate 
Wiring is an educational process 
that we in the electrical industry 
have been selling for many years. 

Various organizations have de- 
vised many ingenious ways of 
presenting the idea of better wir- 
ing in the home. Despite all these 
efforts, we have merely scratched 
the surface of the tremendous 
market that exists for wider utili- 
zation of electrical living. 

The basic points of the adequate 
wiring plan—enough service ca- 
pacity, sufficient circuits, includ- 
ing special-purpose ones, and 
enough outlets and switch con- 
trols—have now become a mini- 
mum necessity for modern elec- 
trical living. 

The advent of television, the 
wider-spread use of home freez- 
ers, electric dryers, automatic 
cycle washers, and dishwashers 
have made better wiring an abso- 
lute necessity. 

The problem of adequate wir- 
ing promotion has in many cases 
rested primarily with the utility, 
despite the fact that better wiring 
is an industry-wide problem in 
which all phases of the electrical 
industry are concerned. 

It is my personal opinion that a 
greater effort should be made to 
bring the other segments of the 
industry into the active promotion 
of adequate wiring, since the en- 
tire industry has a definite stake 
in the results of any improvement 
in home wiring. 

It might be said that the need 


for better wiring in the average 
home has become so obvious and 
so recognized that no particular 
effort should be required to ob- 
tain at least a minimum standard 
of adequacy in the majority of the 
new homes under construction. 


A-W selling still necessary 


However, the rising cost of liv- 
ing, coupled with the rising cost 
of materials and labor, together 
with the increasing competition 
for the consumer dollar has made 
it just as necessary to sell ade- 
quate wiring today as it was when 
the idea was first brought forth. 

To be more specific, I would 
like to describe briefly our op- 
erations in the Atlanta area con- 
cerning the promotion of ade- 
quate wiring in the new home 
market. The market in the At- 
lanta area has been a continuous 
boom since 1946. 

In 1950, 13,750 new residential 
units were completed, of which 
some 5,700 were multiple housing 
units. We cover an area of about 
two and one-half counties, and 
have two full-time employees en- 
gaged in the activity. 

Our coverage is also extended 
with the able assistance of our 
Home Service Department, which 
makes many contacts with con- 
sumer groups and individuals and 
presents the wiring story 
effectively. 


most 


Basically, our adequate-wiring 
promotion is a_ load - building 
activity, and naturally ties in with 
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promotion has often rested mainly with the utility 


practical results 


the sale of appliances of both the 
utility and the dealers. In 1950, 
we estimated that this small staff 
obtained several thousand dollars 
in added annual kwh revenue 
apart from the incidental sale of 
appliances. 

I might say here that the At- 
lanta area has intense natural gas 
competition with unusually low 
gas rates which makes the prob- 
lem consideraly more difficult. 


Five kinds of prospects 


Our plan of operation is direct- 
ed to five classes of prospects: (1) 
the individual home owner; (2) 
the speculative builder; (3) the 
electrical contractor; (4) the 
apartment house developer; and 
(5) the architect and home de- 
signer. 

To the individual building his 
own home, we offer a kitchen 
planning service, a wiring layout 
service, recommendations on 
lighting, and the development of 
special decorative lighting which 
might be desired by the indivi- 
dual. This entire service is free 
and is offered as a complete ade- 
quate-wiring package. 

It is manifestly impossible to in- 
dividually contact all of these 
people, so we have developed a 
direct mailing piece which we 
send to these individuals as we 
learn about them from Dodge re- 
ports, building permits, and our 
own service applications. 

As proof that the best advertise- 
ment is a satisfied customer, we 
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a great many calls from 


friends of people for whom we 
have previously made layouts. We 
estimate that 70 per cent of the 


layouts that we make for this 
class of customer are actually in- 
stalled as recommended. 

We feel that the remaining 30 


Let us install handy 


switches near room entrances. 


Call us for a free check- 


up, estimate. 





outmoded lighting fixtures. 





We install extra circuits, outlets, 
larger main panels, We replace 











Install enough outlets for 
handy use of lamps and 
appliances. 


Install enough circuits for 





efficient operation of lamps and 
appliances. 

Call us for help, advice, 
estimate. 





We install extra circuits, out- 
lets, larger main panels. We 
replace outmoded lighting 
fixtures. 





— EXPERTS IN MODERN 





WIRING METHODS — 


These small mats for newspaper advertisements are being made available 


to electrical contractors through the 


National Adequate Wiring Bureau. 
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per cent obtained some improve- 
ments in their wiring jobs al- 
though they may not follow the 
full recommendations. 

For the speculative builder, 
who has accounted for 80 per cent 
of the new houses erected in At- 
lanta, our plan of operation is as 
follows: 

(1) Maintain membership and 
‘take an active part in the local 
home builders’ association. 

(2) We make direct contact 
with the builder, offering free 
wiring, kitchen, and laundry- | 
planning services, together with 
certified adequate wiring as a 
sales help to him. 

(3) We participate in the an- 
nual home show sponsored by the 
home builders featuring better 
wiring, home lighting, and the lat- 
est models of electrical appliances. 

In the 1951 show which was 
held last April, some 35,000 peo- 
ple visited the show and we esti- 


mated that we made over 10,000- - 


direct contacts on lighting, wiring, 
and appliances. 

As a by-product of this show, 
we get numerous requests 
throughout the year for assistance 
with kitchen plans, wiring plan- 
ning, and lighting advice as a re- 
sult of the original visit to the 
home show. 

(4) For the past three years we 
have worked in co-operation with 
Westinghouse Electric Supply 
Company in the promotion of four 
or more all-electric homes which 
were built, furnished, advertised, 
and demonstrated to the public 
for a week or ten days during Na- 
tional Home Week. 

These homes are manned by 
home-service girls who have an 
excellent opportunity to explain 
the wiring and the appliances that 
are in the homes and the direct 
benefits to be obtained from their 
use. 


(5) We mail monthly copies of 
Electricity in Building to a select- 
ed list of home builders. This pub- 
lication highlights the advantages 
of the all-electric home. 


Educating contractors 


We have long believed that we 
needed to have a closer working 
relationship with the electrical 
contractor, since he is the key to 
the installation of a better wir- 
ing job. 
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In order to reach a better un- 
derstanding of the details of the 
adequate wiring plan, we called a 
meeting of a representative group 
of the electrical contractors doing 
residential work, together with 
the electrical inspectors in the 
area. 

We secured a speaker from the 
National Adequate Wiring Bu- 
reau who presented the Certified 
Adequate Wiring program. Strong 
endorsements of the program 
were given by the electrical in- 
spectors. 

The contractors were requested 
to join with us in carrying out the 
adequate wiring plan. To further 
assist the contractors, we furnish- 
ed them an initial supply of mail- 
ing pieces, advertising mats, and 
decalcomania for their trucks. 

In addition to providing wiring 
and kitchen plans, we also mail 
them monthly issues of Electricity 
in Building, and copies of the 
Adequate Wiring Reporter. 

We believe by continuing to 
work through this channel we can 
acquire some very potent assist- 
ance in selling better wiring. 

We have worked closely with 
the apartment-house developer in 
the prgmotion of better wiring 
and the use of electrical applian- 
ces. We have had intense natural- 
gas competition in the apartment 
developments which have been 
built in this area. 

In spite of the universal speci- 
fication of natural gas for heat- 
ing, our efforts have been reason- 
ably successful. We have missed 
certification on one or two large 
projects by an outlet or so. 

We have been able to place sev- 
eral thousand electric refrigera- 
tors in these apartments which 
would have normally been all gas 
except for our promotional efforts 
along with raising the standard of 
wiring in many of the projects. 

We offer the architect and 
home designer assistance in pre- 
paring the electrical layout for the 
homes which they are planning. 
Many architects utilize this serv- 
ice, and we contact them regular- 
ly in following up specific leads 
on new homes. 


Program results -for 1950 


The effectiveness of our pro- 
gram may be judged by its re- 
sults. The tabulated results of 


our activities for 1950 are as fol- 
lows: 


Personal contacts made for wir- 
ing and appliance sales—1,485 

Adequate wiring house plans 
drawn and delivered—147 

Kitchen plans drawn and fur- 
nished—187 

Laundry plans drawn and fur- 
nished—40 

Literature delivered as hand- 
out pieces at Home Shows and 
group meetings—10,286 

Letters mailed individuals con- 
structing new homes concerning 
wiring and kitchen planning— 
1,175 

Special-purpose circuits recom- 
mended in residential and apart- 
ment-house construction: 

Range circuits—2,381 

Water-heater circuits—1,862 

Washer and dryer—185 

Dishwasher circuits—382 

Appliances delivered as a re- 
sult of promotional efforts during 
1950: 

Refrigerators—2,215 

Ranges—131 

Water heaters—385 

Kitchen and ventilating fans— 
295 

Bathroom space heaters built in 
—248 

Roaster ovens—113 

While the results tabulated 
above certainly are not all that 
may be desired, they furnish posi- 
tive proof that better wiring can 
be sold and that there is an in- 
creasing 
ability. 


realization of its desir- 


1951 Code raises standard 


We have been assisted by the 
1951 edition of the National Elec- 
trical Code which raises the size 
of wiring required for service en- 
trance conductors and increases 
the minimum sizes of the service 
switch. Each of these gains will 
make our job a little bit easier. 

With a new defense program 
under way and tighter restrictions 
arising on the use of copper and 
other metals that are required in 
wiring of homes, we may not 
know exactly what form our pro- 
gram will take during the com- 
ing year, but we do feel that the 
principal answer to whatever 
problem: that may arise will be 
selling — everlasting selling — of 
the adequate wiring idea. 
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APPLICATION 


How to use 
underfloor duct 


in a new way 


by Walter R. Stone 


@ THE ATTACHMENT of raceways 
to machines always presents a 
problem. Often it is extremely 
difficult to accomplish the task in 
a manner which is presentable 
and which will not deform the 
machine beyond recognition. The use of underfloor duct as wiring raceways to be mounted directly upon 
I have seen instances where large machines is illustrated here. As shown, cutouts 
junctions were established on ad- 

jacent walls with numerous runs 

of flexible metal conduit extend- 

ing across to the various electrical 

connections on the machine. 


be made at var- 


Sometimes a large conduit is at- 
tached to the machine itself with 
either a spider-web junction ar- 
rangement or a series of tee and 
reducer connections. Sometimes 
many small conduits are run here 
and there as needed and attached 
either directly to the ‘machine 
with pipe straps or by means of 
brackets. 

But regardless of what arrange- 
ment is used, the result is—as a 
general rule—slightly disappoint- 
ing and occasionally saddening. 

(Continued on page 56) 


(Above) Another view of the large 
printing press showing a portion of 
the raceway mounted directly to 
the machine. The junction covers, 
slightly larger than the holes, have 
been installed and are held in 
place with toggle bolts. This instal- 
lation was made by State Electric 

of Ft. Worth, Texas. (Left) 
1 advantages of the use of the 
underfloor duct as reway for 
wiring installed directly on large 
machines is emphasized by the 
comparison of this installation 
made with conventional conduit 
and fittings with the installations 
shown in the other photographs. 
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Note that the truck bed is used as a support for the two large drawers, 
the tops of which act as the bed. The fixture on top is for ladders. Step 


ladders are carried inside the truck. 


“We don’t sit on our customer’s pocketbook’’! 


Individual trucks for journeymen cut lost time on service jobs 


@ “THE AVAILABILITY of a com- 
pany-owned truck for each jour- 
neyman,” says O. H. Cummins, 
O. H. Cummins Electric Co., 303 
E. 7th St., Austin 22, Texas, 
“keeps my men from sitting on 
the customer’s or my _ pocket- 
books”! 

Cummins doesn’t like the loss 
of time involved in having one 
truck and driver to service his 
crews. 

“For instance, let’s take two 
men on a job,” said Cummins. “It 
is not uncommon for them to run 
short of or need materials they 
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by C. Thomas 


couldn’t foresee the need of. 

“If those two men have to sit on 
the job for two hours, waiting for 
a hot-shot truck to gather up the 
materials and deliver them, I have 
lost four hours time at $2.50 per 
hour. 

“In addition to that, I have lost 
the money they could have been 
making me in that two hours 
of lost time collectively, four 
hours.” 

If this happens often on a job, 
the profit has been eaten up. If 
this happens on a cost-plus job, 
the customer pays; if a bid job, 


the contractor suffers the loss. 

But before going any farther 
in that direction, let us see the 
effect this has on the personnel. 

Cummins said that he was care- 
ful in the screening of his men. 
But Cummins has no turnover 
problem. 

Six of his journeymen have 
been with him five years, and 
two havé been with him over 
seven years. Three journeymen 
have just recently been added be- 
cause of stepped-up business. 

“Furnishing the men trucks is 
a big factor in personnel rela- 
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tions,” said Cummins. “The men 
use their assigned trucks just as 
if they were their own. They take 
them home with them, and drive 
them everywhere in the com- 
pany’s interest.” 

When the men receive an emer- 
gency call in the middle of the 
night, their trucks are at hand. 
They don’t have to jump in their 
own cars, drive to the company’s 
garage for trucks, and go through 
them to see if necessary materials 
are on hand, and then proceed to 
the job. 

Then after they have completed 
the job, drive bac!: to the garag2 
in the company trucks and then 
home in their own cars. All this 
could happen on a job just a few 
blocks from the journeymen’s 
homes. 

“In this case,” said Cummins, 
“who is to pay for all that lost 
time? The customer will not like 
to be charged for it. And if it is 
a call that is my responsibility, I 
won't like to pay for that extra 
time involved, either.” 

A dollar to $1.25 a day takes 
care of the expense for one truck. 
That does not allow for deprecia- 
tion. But the trucks more than 
pay for their upkeep in time sav- 
ed. 

Until recently, Cummins used 
pick-up trucks exclusively. Then 
he decided to buy and try a panel 
truck. 

“None of the men really want- 
ed a panel job,” said Cummins. 


Panel trucks also s-rve <s 
mobile billboards. When a. 
crew has finished a job, 
they can move on to the 
next one without waiting 
for a truck to pick them 
up. This they would have 
to do if the company had 
only a truck or two for 
hot-shot purposes. 


ELECTRICAL SOUTH for JULY, 1951 


“They preferred the pick-ups. 
They thought pickups were more 
functional for their particular 
business. 

“But the man who took the 
panel truck wouldn’t have any- 
thing else, now that he has lived 
with it a couple of months. All 
my trucks will be panel jobs from 
now on.” 


Panel truck advantages 


“They are ideal,” said the jour- 
neyman. “We are responsible for 
the equipment and the materials 
assigned to us. With a panel, we 
can lock our truck. When I used 
a pick-up, I used to carry small 
parts and fittings! in a carton or 
two. 

“When it rained, the carton got 
soaked, fell apart, and all my 
equipment was thrown together 
in the truck bed. A panel truck, 
with built-in drawers, puts an end 
to all that trouble.” 

Having a truck on the job 
serves still another purpose. 

“Taking men to a job,” said 
Cummins, “involves no_ great 
problem. But at night when they 
leave, if they have no truck of 
their own, they are lax and leave 
vises, miters, and hand tools scat- 
tered around. 

“In the morning they can’t find 
them. The tools have to be re- 
placed, and there is more time 
wasted while these tools are tak- 
en to the men on the job.” 

Not only is there lost time to 


be absorbed, but the cost of re- 
placing the tools is another 
“leak” where profits dribble 
down the drain. 

Of course, Cummins has a hot- 
shot truck. It is a truck the esti- 
mator has reserved for his use. 
But it is actually at the office. If 
it is, and one of the men on the 
job phones in for materials, the 
stock boy hot-shots it. 

If the truck is not available. 
and the journeyman needs sup- 
plies from one of the supply 
houses, he goes directly there. 
The supply house phones Cum- 
mins’ office for an order number 
and the journeyman goes back to 
his job. 

“IT do not charge my truck cost 
—actual or estimated—to any 
job,” said Cummins. “I include 
no truck fee on cost-plus jobs. 
The trucks absorb their expenses 
by keeping my men from sitting 
on my pocketbook, or the custom- 
er’s pocketbook. 

“The replacement cost (depre- 
ciation) comes out of general 
overhead expense. It would be 
practically impossible to charge 
off this loss to each and every job. 
It would run into an involved 
auditing problem that wouldn't 
be worth the effort.” 

The men who were asked why 
they liked a truck furnished said 
in unison: 

“It shows the company we are 
working for trusts us to that ex- 

(Continued on page 55) 





Miami Beach street lighting 


marks southern progress 


@ A DEFINITE TREND toward im- 
/proved street and highway light- 
_ing in the South has been notice- 
‘able for some time. Many south- 
‘ern cities have projects under 
way or planned, but few have un- 
tdertaken projects as comprehen- 
‘sive as that of the City of Miami 
‘Beach, Fla. 

Carrying out the wishes of 
Miami Beach’s city officials to 
make Miami Beach more pleasant 
for the thousands of summer and 
winter vacationists, and in order 
to provide safety on the city 
streets and highways, Morris N. 
Lipp, city engineer, had been 
planning the revision of the street 


Mr. Wildeman is southeastern rep- 
resentative for Kerrigan Iron Works, 
Inc. 
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by Walter W. Wildeman 


lighting system for a considerable 
period of time. 

The revision consisted of pro- 
viding modern street and highway 
safety lighting for the entire city. 
This necessitated the installation 
of the pendant-type luminaires, 
and the removal of the present 
post-top-type luminaires. 

The lighting study covered a 
master street-lighting plan for the 
City of Miami Becah. This plan 
was to relight the entire area of 
the city, and was to be installed 
in steps or sections, until the plan 
was completed. 

However, lack of funds would 
not permit the fulfillment of these 
plans until City Council reached 
a decision in which they floated 
a bond issue of $800,000 for the 
street lighting program. 

This was to be paid by assessing 


These are _ typical 
views of the street- 
lighting installations 
that have been com- 
pleted in Miami 
Beach during the 
past year. Nearly 2.- 
000 lighting stand- 
ards have been in- 
stalled. An interest- 
ing feature of the 
installation is that 
funds were raised by 
a bond issue that will 
be paid by assess- 
ments against the 
property owners 
along the lighted 
streets. 


Ability of the new lighting units to 
withstand punishment was proved 
shortly after installation by the 
hurricane experienced last fall. 
Uprooted trees in these photos 
show the intensity of the storm. 
Note especially the standard sup- 
porting the fallen tree. 
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property owners to liquidate the 
bond issue. The assessment per 
property owner was small in com- 
parison to the over-all benefits 
derived. The City started the 
purchasing of equipment and 
materials for this project in the 
early part of 1950. 

They have now installed or are 
completing the installation of ap- 
proximately 2,000 street lighting 
standards and luminaires. Corro- 
sion, hurricanes, and severe tropi- 
-al storms were destructive fac- 
tors that had to be considered in 
the purchase. 

Therefore, the decision on 
materials to be used in this in- 
stallation such as street lighting 
standards, luminaires, wire, etc., 
was of prime importance. 

Final decision led to the selec- 
tion of the Kerrigan street light- 
ing standard, which is manufac- 
tured of a corrosive resisting 
steel, and for their particular in- 
stallation, equipped with a cast- 
iron transformer base. 

The cast-iron transformer base 
was chosen because of the corro- 
sive conditions existing in Miami 
Beach. Since thé standards were ducted by an independent test- wind velocities in excess of this 
to withstand wind velocities of ing laboratory. figure. No damage was evident 
150 miles per hour, the city had In the fall of 1950, Miami Beach to the standards. 
extensive deflection tests con- was struck by a hurricane having In those cases where flying de- 
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bris struck the luminaire, the 
glass was broken. Where the de- 
bris struck brackets, only a few 
brackets were bent. 

The photographs show some of 
the damage done by the hurri- 
cane, and how well the street- 
lighting standards took the pun- 
ishment. 

In the transformer base of each 
standard is an isolating trans- 
former for individual lamp opera- 
tion. These transformers are de- 
signed with three taps, so that 
either a 4000-, 6000-, or 10,000-lu- 
men lamp can be used merely by 
changing the tap connection on 
the transformer. 





This results in standardization 
in that but one type transformer 
is used for the entire installation. 

The luminaires are the pendant 
type with slip-fit attachment 


(Continued on page 55) 
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LIGHTING 


@ THE accompanying photograph 
shows an excellent solution to the 
lighting of a control board. The 
light strip that parallels the plan 
of the board is equipped with 
asymmetric lens panels that direct 
the incandescent light toward the 
meters and controls. The great 
problem in lighting these vertical 
surfaces is to realize a high level 
of illumination without the usual 
attendant glare from the glass 
fronts of the meters. 

To obtain the greatest amount 
of illumination on the board with 
any given lamp size, the light 
should be directed from a point 
normal to the board. This obvi- 
ously is also the direction from 
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A CONTROL BOARD 


which is created the greatest 
amount of specular reflection. 

To completely eliminate the re- 
flected glare, the light source 
would have to be located so its 
beam would project parallel to 
the surface to be lighted. Na- 
turally light from this direction 
would produce no illumination on 
the meter fronts. 

Somewhere between these two 
extremes there has to be found 
the optimum location, and by ex- 
haustive tests, both in the labora- 
tory and on thousands of actual 
installations, a location in the ceil- 
ing that will allow the light to 
have an angle of incidence of 15 
toward the board is best. 


by S. B. LeCornu 


This angle of incidence will in- 
sure the angle of reflection from 
the specular surfaces to be no 
more than 15° and this will di- 
rect all specular images off to the 
floor, and not into the operator’s 
eyes. 

This angle of incidence also 
gives a commensurate good de- 
gree of vertical illumination. This 
angle is created by displacing the 
axis of the lamp with respect to 
the center line of the lens so the 
glass may still lie in a flat plane 
in the ceiling, thus insuring a 
clean, neat installation. 

Each lens is 6% inches square 
and is backed by a 100-watt lamp 
permitting use of approximately 
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200 watts per linear foot of board, 
and resulting in approximately 75 
foot-candles vertical. 

In this case, of course, we ob- 
serve only with the aid of vertical 
illumination, as against the usual 
seeing task requiring horizontal 
illumination. 

It has been found that to pro- 
duce the needed degree of uni- 
formity over the board from top 
to bottom, a prototype curve of no 
greater than 15° spread has to be 
directed somewhere near the %4 
point ebove the floor. This gives 
the data needed to scientifically 
locate this concentrating lens with 
respect to the board. 

Thinking in 


terms of light 


spread along the board, the oppo- 
site effect of distribution is need- 
(Continued on page 55) 
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Lighting an appliance department— 
An unusually attractive display is 
achieved by the use of Mitchell Module 
fluorescent lighting in the sales and 
display room of the Arkansas Radio 
and Appliance Company, at Little Rock. 

The design of a square within a 
square serves the double purpose of be- 
ing both decorative and functional. The 
total effect of the Arkansas Radio in- 
stallation is that of a custom-fitted job, 
because the fixture design operates on 
the “building-block” principle which 
allows units to fit together end to end, 
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end to side, or side to side to form an 
unlimited number of 90-degree pat- 
terns. 

The installation employs Module 
“C’s” which use four 40-watt T-12 48- 
inch Type F lamps and Module “B’s” 
which use a 32-watt 12-inch Circline 
lamp and one PAR spot or flood lamp. 
This arrangement highlights the center 
display and at the same time shows 
off the side displays to best advan- 
tage. 


The louvers are designed with 40-de- 
gree lateral shielding so that lamps are 
not visible from all normal viewing 
angles. 

In addition all end and side panels 
are of translucent plastic which trans- 
mits light, thus eliminating undesirable 
dark spots. 


Lighting a supermarket—Lighting to 
suit the diversified needs of a giant 
shopping emporium has been achieved 
in the new Consumers Market in Tuc- 
son, Ariz. 

Utilizing three types of Sylvania 
Electric shielded fluorescent lighting 
fixtures, illumination suits both the 
seeing and decorative requirements of 
the store which, although primarily a 
food shop, also has a beauty salon, a 
drug prescription counter, a soda foun- 
tain, and a florist shop. 

The high level of 50 foot-candles of 
illumination distributed uniformly over 
all the merchandise permits a clear 
view of everything on display and 
makes brand names easily distinguish- 
able. 

In the grocery department, eight rows 
of Sylvania louvered fluorescent fix- 
tures extend in continuous rows, spaced 
15 feet apart over each shelf section, 
and provide virtually glarefree lighting 
with no shadows. 

Each fixture contains four 40-watt 
Warmtone fluorescent lamps. In other 
sections of the market, Sylvania two- 
and four-lamp shallow fluorescent trof- 
fer units with louver-type shielding 
provide recessed lighting which suits 
the requirements of the merchandise 
on sale. 
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APPLICATION 


Remote-control wiring 


for office building lighting 


by R. E. Smith 


Commercial Engineer 


Wiring Device Division 
General Electric Company 


@ PREVIOUS ARTICLES in this 
series on remote-control wiring 
have been devoted to components 
of the remote-control wiring sys- 
tem and their application to resi- 
dential type occupancies. In this 

article, some of the other applica- 
) tions for this type of control are 


_ considered. 


‘For instance, there are many 
' advantages in using remote con- 
' trol in office building lighting. 
' The advantages are not neces- 
' sarily limited to office buildings. 
' Hospitals, schools, hotels, dormi- 
_ tory establishments, laboratories, 
all fall within this category as they 
all include office space to some 
' degree and to all of these occu- 
' pancies the following advantages 
apply: 

(1) In the remote-control sys- 
tem, the control switch and the 
control circuit operate at a max- 
imum potential of 24 volts and 
have a maximum available cur- 
rent of 34% amperes. Therefore, 
the system is safe because the 24- 
_ volt potential is generally recog- 
nized as being incapable of giving 
electric shock and the 312-ampere 
limit reduces the hazard from 
short circuit. 

(2) In conventional switching, 
it is necessary to take the total 
load through each switch which 
controls that load. In the remote- 
control system, the load current 
is taken by the most direct route 
from the distribution panel to the 
lighting outlets. There is no 
looping of the power circuit 
circuit through the switch loca- 
tions—only the low voltage-con- 
trol circuit goes to the switch 
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This article is the third and 
concluding article in the se- 
ries on remote control wiring. 
The first and second articles 
appeared in the May and 
June, 1951, issues of Elec- 
trical South. 


Herein lies a saving in 
copper and conduit which in- 
creases as the size of the load in- 
creases, as the number of switch- 
ing locations increases, and as the 
size of the office area increases. 

(3) There are many real advan- 
tages to be had from the control 
of a single lighting fixture or 
group of fixtures from more than 
one location. This advantage is 
frequently denied the occupant 
because it is impractical or too 
costly or because it is impossible 
to add additional conventional 
switches in new locations. With 
remote control, any number of 
switches, without limit, can be 
added with ease and with the fin- 
ished appearance of an original 
installation. 

(4) Often an originally well ar- 
ranged office is rearranged to suit 
changing requirements of present 
or new occupants. What was first 
good lighting control becomes 
cumbersome, irritating, and inef- 
ficient. The remote-control sys- 
tem provides a_ straightforward 
solution to this problem for with 
this system it is as easy to re- 
arrange lighting control as it is 
to have a telephone installed or 
relocated. 

(5) The loss of rental time while 


waiting for electrical work or re- 
arrangement to be finished is a 
large factor in per cent occupancy 
in office buildings. The remote- 
control system reduces rewiring 
to a matter of hours which pre- 
viously had been a matter of days. 

(6) The standard flush switch 
for lighting control is required to 
be mounted in a steel enclosure 
under rather strict code rules. 
The low-voltage remote-control 
switch is free from most of these 
restrictions. For example, the re- 
mote-control switch can be mount- 
ed directly in the metal frame of 
a doorway where it is most acces- 
sible to anyone entering or leav- 
ing the room and where it is not 
behind file cabinets or furniture. 

(7) One important feature of 
the remote-control system is that 
a number of relays at widely dif- 
ferent locations can be operated 
from a master switch. This mas- 
ter switch will not interfere with 
normal operation of the relays 
from their usual points of con- 
trol. For example, with remote 
control, watchman circuits can be 
set up by which the watchman en- 
tering a building can turn ON 
only a minimum of the total lights 
as he makes his rounds; turning 
this selected group of lights OFF 
as he leaves by an exit different 
from his entrance. This arrange- 
ment makes it unnecessary. to 
completely illuminate large areas 
and affords the means by which 
the watchman does not have to 
retrace his steps. 

(8) A problem for which there 
has been no good solution hereto- 
fore has been the matter of ex- 
tinguishing lights in store rooms, 
closets, vaults, and similar areas. 
The addition of a master selector 
switch in a central location will 
enable an appointed individual to 
positively turn out all of the lights 
without having to go to these 
rooms which may be locked or 
otherwise inaccessible. 

(9) Many layouts show wire 
and conduit savings where stair- 
well lighting is controlled from a 
single location with remote con- 
trol. Here the individual lights are 
on branch circuits from the floor 
at which they are located, yet 
from a single point, all lights can 
be controlled from a master 

(Continued on page 52) 
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DISTRIBUTION 


Single-step regulators 
for rural line use 


@ Low votrtaceE levels on rural 
distribution lines often necessi- 
tate the addition of voltage cor- 
rective equipment to compensate 
for an unpredicted increase in 
load growth that has caused ex- 
cessive voltage drop. 

There are at present several de- 
vices and methods which may be 
employed to obtain the needed 
correction. 

It is the purpose of this article 
to illustrate the application of 
single-step voltage regulators on 
rural distribution systems for the 
correction of excessive voltage 
drop. 

The Rural 


Transformer & 


by Roland W. Schlie 


Technical Standards Division 
Rural Electrification Administration 
Washington, D. C. 


Equipment Company, Milwaukee, 
Wis., has recently designed and 
built single-step regulators which 
were field tested on the lines of 
the Oakdale Co-operative Electri- 
cal Association, Oakdale, Wis. 
Figure 1 is a simplified diagram 
of a single-step voltage regula- 
tor. 

Of particular interest was the 
application of two single-step 
regulators cascaded on a single- 
phase line. The applications as 
illustrated herein are based on 
factors determined by the test in- 
stallations. 

The operating voltage limits for 
the primary of distribution sys- 


= SUB. 


tems must be specified and main- 
tained to assure an adequate volt- 
age supply for the consumers. 

Voltage variations at the sub- 
station output and voltage drops 
in the primary line, distribution 
transformer, service entrance, 
and consumers’ wiring must all 
be taken into consideration. 

A universal set of operating 
voltage limits for the primary line 
has not been adopted by power 
suppliers. However, there is 
agreement on the voltage levels to 
be supplied at the point of utiliza- 
tion. 

It is necessary to specify a set 
of distribution system operating 
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Single-Step Voltage Regulator Utilization 
(Line Voltage — 116 to 127 volts) 


Allowable 
Voltage 
Drop Along 
The Lline 


Voltage 
Drop 
Along 
The Line 


Number 
Of 
Regulators 
Applied 


Corrected 
Excessive 
Voltage 
Drop 


Voltage 
Boost 

Per 
Regulator 


Drop 
Substation 
To 
Regulator 


Net Voltage 
Drop Sub- 
station To 
End of Line 


8.0 
12.5 
17.0 


8.0 None 
8.0 1 
8.0 2 


8.0 
8.0 
8.0 


Reg B- 8.0 
jReg A- 8.0 
)Reg B-12.5 


voltage limits to be used for the 
purpose of this illustration. All 
voltages will be referred to a 120- 
volt base. The distribution sys- 
tem operating voltage limits are 
as follows: 

(1) Point of utilization: 107.0 
to 127.0 volts; 


(2) Consumer’s meter: 110.0 to ' 


127.0 volts; 

(3) Primary of distribution 
line: 116.0 to 127.0 volts, the 
maximum drop being 8 volts; 

(4) Substation output during 
full load: 124.0 to 127.0 volts; 

(5) Substation output during 
light load: 120.0 to 124.0 volts. 

It should be pointed out that 
the operating voltage range of 107 
to 127 volts at the points of utili- 
zation are extreme limits used for 
design purposes. 

During actual operation these 
extreme limits of 107 and 127 
volts are not reached except when 
a number of coincidental loading 
_ conditions exist on the system. 

Normally 110 volts and 125 
volts are the voltage limits that 
' would be applied to all consum- 
ers at all times. 


Recording voltmeters needed 


To determine if the present load 
of a distribution line is causing 
excessive voltage drop, voltage 
measurements are required. It is 
advisable to install recording volt- 
meters at the substation output, 
at the end of the line, and at two 


convenient 
line. 

From the voltage record at the 
substation output and at the end 
of the line, the maximum voltage 
drop of the distribution line can 
be determined. 


locations along the 
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The four recorded voltages at 
the time of maximum voltage 
drop should be plotted as illus- 
trated by curve A in Figure 2. 
This is the voltage profile of the 
distribution line. 

The operating voltage limits of 
the line are indicated on the pro- 
file as shown in Figure 2 by the 
dash lines drawn at 116 volts and 
at 127 volts. 
~The voltage profile as plotted 
from the recordings should then 
be extrapolated to coincide with 
the minimum substation output 
voltage, 124 volts during full-load. 

The extrapolated curve will 
show the minimum voltage at the 
end of the line when the substa- 
tion output voltage is at the min- 
imum limit. 

Curve B in Figure 2 shows the 
extrapolated curve and indicates 
the minimum voltage at the end 
of the line to be 115 volts. The 
total drop along the line is nine 
volts. 

When the system annual peak 
exceeds the peak for which the 
voltages were recorded, the volt- 
age profile must again be extra- 
polated in order to show the max- 
imum voltage drop for the annual 
peak load. 

This is done by multiplying the 
ratio of the annual peak to the 
present recorded peak by the 
voltage drops at each meter loca- 
tion. Curve C in Figure 2 shows 
this extrapolated voltage profile. 

The voltage at the end of the 
line, as shown by curve C, is 113 
volts. The total voltage drop 
along the line is 11 volts. Three 
volts excessive drop should be 
corrected. 


These voltage profiles show 


that voltage correction is needed. 
A similar set of voltage profiles 
for other distribution lines and 
other voltage limits may indicate 
no excessive voltage drop during 
the annual peak and voltage cor- 
rection would not be needed. 

However, the voltage at the end 
of any line should be periodically 
checked, especially if it is near 
the minimum operating limit. 

The accompanying table gives 
the excessive voltage drop which 
can be corrected with single-step 
regulators. The total voltage drop 
along the line, as shown by curve 
C in Figure 2, is three volts. As 
given in the table, one single-step 
regulator is capable of correcting 
4.5 volts excessive drop. 


Location important factor 


The corrective capability of all 
line-type voltage regulators is de- 
pendent upon proper location of 
the regulators along the line. As 
with all types of regulators, volt- 
age profiles are necessary to prop- 
erly locate line-type voltage regu- 
lators. 

Curve A of Figure 3, the volt- 
age profile of the distribution line 
used for this illustration, has been 
extrapolated and shows a total 
voltage drop of 12.5 volts, or 4.5 
volts excessive drop. This exces- 
sive voltage drop can be corrected 
with one single-step regulator. 

The correct location of the 
regulator is at the point on the 
distribution line where Curve A 
in Figure 3 crosses the minimum 
operating voltage limit. Curve A 
in Figure 3 indicates this location 
to be 11.5 miles from the substa- 
tion. 

The regulator control is adjust- 
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ed so that the regulator raises the 
line voltage when the voltage at 
the regulator input drops to, or 
below, 120 volts. This prevents 
the voltage at the end of the line 
from dropping below 116 volts. 

The regulator control is also ad- 
justed to lower the voltage when 
the regulator output voltage 
reaches 127 volts. This prevents 
line voltage beyond the regula- 
tor from rising above the speci- 
fied maximum limit. 

When the total voltage drop 
along the line reaches 12.5 volts, 
the regulator input voltage will 
be 116 volts, the regulator output 
voltage will be 120.5 volts, and 
the voltage at the end of the line 
will be 116 volts. 

Thus the voltage level along the 
entire line is held within the 
specified operating voltage limits. 

Additional correction would be 
needed if increasing loads cause 
the voltage drop along the line to 
exceed 12.5 volts. A second regu- 
lator may then be installed to 
correct the additional excessive 
voltage drop. 

As given in the table, two sin- 
gle-step regulators are capable 
of correcting nine volts excessive 
drop. 

The voltage profile given in 
Curve A of Figure 4 has been 


extrapolated and shows a total 
voltage drop of 17 volts, or 9 volts 
excessive drop. 

The correct location of one 
regulator, designated as Regula- 
tor A, is at a point on the distribu- 
tion line where Curve A crosses 
the minimum operating voltage 
limit. Curve A indicates this loca- 
tion to be 7.5 miles from the sub- 
station. 

The correct location of the oth- 
er regulator, designated as Regu- 
lator B, is at a point on the distri- 
bution line where Curve A cross- 
es 111.5 volts (116-4.5 volts). 
Curve A indicates this location 
to be 14.5 miles from the substa- 
tion. 

This is not the same location as 
was determined for this regulator 
when only one regulator was used 
to correct the excessive voltage 
drop. Regulator B must be mov- 
ed from its former location at 11.5 
miles from the substation to a 
location 14.5 miles from the sub- 
station. 

When cascading two regulators, 
the regulator controls are adjust- 
ed to the same values as when us- 
ing one regulator. The regulators 
are set to raise the voltage when 
the voltage at the regulator drops 
to or below 120 volts. 

This prevents the voltage level 
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at the end of the line or at the in- 
put of regulator B from dropping 
below the specified minimum lim- 
it, 116 volts. 

The regulators are set to lower 
the line voltage when the regula- 
tor output voltage rises to or 
above 127 volts. This prevents 
the line voltage from rising above 
the specified maximum limit. 

As the load approaches the 
daily peak, regulator B will be 
the first to raise the voltage, regu- 
lator A will follow when addi- 
tional load causes a larger voltage 
drop along the lines. 

When regulator A raises the 
voltage, regulator B may return 
to the neutral position. However, 
regulator B will again raise the 
voltage before the voltage at the 
end of the line drops below 116 
volts. 

When one single-step voltage 
regulator is used to correct 4.5 
volts excessive drop, the regula- 
tor can be normally expected to 
operate once to the raise position 
and once to the neutral position 
during a 24-hour period. The op- 
erations will take place during 
the evening peak. 

When two single-step voltage 
regulators are used to correct 9 
volts excessive drop, regulator A 

(Continued on page 52) 
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NAMES IN THE NEWS 


George C. Thomas, Jr., president of 
the Thomas & Betts Co., Elizabeth, 
N. J., recently announced the appoint- 
ment, now in effect, of N. J. Mac- 
Donald, vice-president in charge of 


N. J. McDonald 


sales, to the new post of vice-president ~ 


in charge of all the company’s opera- 
tions. 

The announcement coincided with 
Mr. MacDonald’s 30th anniversary of 
his association with the company. He 
joined the sales department in 1921. 


Appointment of Dean M. Warren to 
the position of manager of the Mid- 
west Sales District of the General Elec- 
tric lamp department at Kansas City, 
Mo., has been announced by Fred F. 
Harroff, G.E. vice-president and gen- 
eral manager of the company’s lamp 
department. 

The appointment is now in effect. 

Mr. Warren has held the position of 
manager of the lamp department's Mo- 
hawk Sales District at Albany, N. Y., 
since October, 1948. 

In his new position he succeeds J. M. 
Lime who, according to the announce- 
ment, “will be assigned to other re- 
sponsibilities.” 

cs 


George T. Morse, Jr., has recently 
been elected president and general 
manager of the Peden Iron & Steel Co., 
Houston, Texas. 

Mr. Morse, who went to work for the 
company as a clerk in 1928, was elected 
in the monthly meeting of the com- 
pany’s board of directors to fill the 
board vacancy created by the resigna- 
tion of John L. Peebles. The board 
then elected him as president and gen- 
eral manager. 

Mr. Morse has been vice-president 
in charge of industrial sales. 

Immediately after being notified of 
his election, Mr. Morse announced the 
appointment of W. E. Blumberg as sales 
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manager of the industrial division. Mr. 
Blumberg has most recently been in 
charge of reinforcing steel sales. 


Brady Stoughton 


Line Material Co., Milwaukee, Wis. 
has announced the appointment of 
Brady Stoughton as lighting engineer 
for its South Atlantic Division, with of- 
fices in Atlanta. 

Mr. Stoughton was associated with 
Georgia Power Company before joining 


-Line Material. 


Ray L. Brandes has been named traf- 
fic manager of the large apparatus di- 
vision of General Electric Co., with 
general offices in Schenectady, N. Y. 

Mr. Brandes is a native of Atlanta, 
and joined G. E. in 1930, immediately 
following his graduation from high 
school. 

In his new job in the home office, he 


will have functional administration of 
the traffic activities of the large ap- 
paratus division, and education and 
placement of personnel, etc. 


A. A. Wilson has been appointed 
manager of the Asheville, N. C., branch 
of the Graybar Eleciric Co. L. C. 
Fields, Richmond District manager, an- 
nounced recently. Mr. Wilson replaces 
H. H. Hix, who will be on indefinite 
sick leave 

Mr. Wilson has been with Graybar 
since May, 1929. His most previous 
position with the company was as sales- 
man 

£ 


Lloyd U. Noland, Jr., has been elect- 
ed president of Noland Co., Inc., suc- 
ceeding Charles A. Ferguson, who has 
resigned. 

Mr. Noland has been actively identi- 
fied with the company since gradua- 
tion from Dartmouth College in 1939. 


The National Association of Fan 
Manufacturers, which met recently at 
the General Brock Hotel, Niagara Falls, 
Canada, elected as president for the 
ensuing year, John M. Frank, presi- 
dent of the Ilg Electric Ventilating -Co., 
Chicago. 

a 


Jules J. Dreyfuss’ Sons, manufactur- 
ers representatives in Miami and At- 
lanta, have announced the addition to 
their Miami office staff of Don Law- 
rence. Mr. Lawrence has been ap- 
pointed office manager and assistant to 
Jules J. Dreyfuss. 


COMPCO APPOINTS AGENTS—Atlanta’s 20-year old firm of Hopper and 
McCoy will carry Compco Corporation’s extensive line of lighting fixtures 
and equipment to the southeastern electrical trade, it is announced by Art 


Hirshman, Compco’s sales manager. 


With offices at 454 Marietta St., 


NW, Atlanta, Hopper and McCoy will represent Compco Corporation through- 
out the states of Alabama, North Carolina and Georgia and eastern Missis- 


sippi. Left to right, H. H. 


McCoy, Wm. E. 


Hopper, Jr., and Wm. E. 


Hopper, Sr. 
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* Fixture Wire 

* Heater Cords 

* Flexible Cords 

* Building Code Wire 

* Non-Metallic Sheathed 
* Telephone Wire 

of every description 


and size. 


NEW and IMPROVED! 





clamp 


3 wire polarized 
flush Receptacle 
and Cap in black bakelite 


...another heavy duty product 


in the 50600 Series 


Rated: 15 A.-125V.; 10 A.-250V. 





No. 5027 
No. 5027-G 





and 
fully equipped plant 
manufacturing 
a complete line 


of insulated wire 





American 
insulated Wire 
Company 

Pawtucket Rhode Island 


subsidiary 
of the 
Leviton 
Company 
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RECEPTACLE 


One piece heavy bakelite; 
double contacts; three large 
terminal screws; underslung 
heavy steel strap; perman- 
ently riveted assembly; ‘’G” 
type is grounded to strap 
with only two terminal screws 
for wiring. Fits standard 
Leviton wall plate No. 1904 


CORD GRIP CAP 


For .460 in. diameter cable 
2-screw steel clamp; !% in. 
outside diameter; solid brass 
blades; three large terminal 
screws 


LISTED AS STANDARD BY 
UNDERWRITERS LABORATORIES, 
CANADIAN STANDARDS ASSOC. 


AND MEETS R.E. A. SPECIFICATIONS. 


LEVITON 


EVITON MANUFACTURING COMPANY 


a Omen at en an. 


2 


2 
warehouses: Chicago 


NE W ¥T 0 2 ¢ 
and Los Angeles 


OFFICES IN ALL PRINCIPAL CITIES 
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when you need it! 


TRIANGLE products keep power flowing —to factories producing jet planes, to ship- 


yards, atomic energy plants, tank and gun assembly lines —to all defense industries. 


TRIANGLE produces a full line of quality 
wire, cable and conduit—products that will 
stand up under the most severe conditions 


—products that will not fail. 


To be certain YOU get power 
when you need it—specify 


TRIANGLE. 





Ask your electrical distributor. 





He knows—"“It Must Be Right!’’ 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 
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NEW PRODUCT NEWS 


Corrosion-resistant EMT 


AN ILLustratep folder containing ap- 
plication and installation information on 
Republic Electrunite “Dekoron-Coated” 
EMT is now available from Steel and 
Tubes Division, Republic Steel Corp., 
224 E. 131st St., Cleveland 8, Ohio. 

This electrical metallic tubing is a 
standard galvanized tubing to which 
corrosion-resistant polyethylene is ap- 
plied by a patented extrusion process. 
This plastic is noted for its inertness to 
chemical reagents, which makes the 
tubing particularly suitable for indus- 
trial application in corrosive atmo- 
spheres. 

eo 


Single-step voltage regulator 


A NEW LOw-CcosT, single-step voltage 
regulator is presently being produced 
by the Rural Transformer & Equip- 
ment Co., 632 No. 8th St., Milwaukee 
3, Wisc. 

This regulator is designed to reduce 
customer complaints on overloaded 
lines and stave off the immediate need 
for recoppering and rephasing. It is 


particularly adapted to rural distribu- 
tion lines where it may be cascaded 
with minimum inter-reactior® to bring 
voltage within tolerable limits. 

In this way it provides an economi- 
cal and flexible means for correcting 
voltage drop as required along the dis- 
tribution line. 

Features of the novel design are 
light weight (280 pounds), minimum of 
moving parts, and quick-change sub- 
assemblies. The unit is controlled by 
an exceedingly over-damped contact- 
making voltmeter, indicating as well as 
contact-making, and a time integrated 
delay built into its switching drive. 

it- is pole-mounted, OISC, 20 am- 
peres normal, 40 amperes for four-hour 
peak. On 7200- and 7620-volt 60-cycie 
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PERFORATED LIGHT 


PERFECTED LIGHT 


PATENT HO 
2478233 


HEAL FOR GEOMETRIC DESIGNS 


Represented By 

L. BAGBY Co. 

Bi2 W. Morehead St. 
Chorlotte, N. C. 





ARMY 


ELIMINATING 


CRACKING 


DISCOLORING 


END PLATES 


| 
Sain FIXTURE COMPANY 


170 Vernon Street, Boston 20, Mass. 


& FEIGEL 
4209 Parry Ave. 
Dallas, Texas 





OVER 1S" wine 
ALL METAL 
One piece 
COmSTRUCTION 
HINGES FROM 
EITHER SIDE 


NEW EYE-E 


ase 
BREAKAGE GLARE-FREE FineisH 


WARPING MACHINE TOOLED 


penrecy surement 
every T 


PEELING CUTOFF 30 25 





FRANK E. KEENER 
169 Feld Ave. 
Decatur, Ga 





grounded systems, it will regulate 300 
kva, single-phase. A brochure is avail-- 
able from the manufacturer. 


Conduit-hanger line 


A NEW, COMPLETE, low-cost line of 
conduit hangers for installing single 
runs of electric conduit has just been 
announced by the Kindorf Co. 

This simple “B-Series” is a supple- 
ment to the same manufacturer’s line 
of Kindorf supports for multiple-run 
conduit installations. 

With this new B-Series, a single run 
of conduit can quickly be hung from 
structural steel I-beams, channels, an- 
gles, or columns, or from concrete in- 
serts or wood-frame buildings. 

This series consists of seven basic de- 
vices which assemble easily into many 
different combinations. Strongly built 
and “load-rated” for professional use, 
these devices are simple enough even 
for inexpert workmen. 


Ready to use, they save the expense 
of drilling, cutting, and shop fabrica- 
tion. Being interchangeable and re- 
usable, these devices also save expense 
in maintenance. 

Whenever re-location of lights, pow- 
er-driven machinery, etc., is meces- 
sary, conduit runs can be taken down 
and the hangers re-used in the same 
or different combinations. 

Complete information on the new line 
is available from The Kindorf Co., 4060 
Harlan St., Emeryville 8, Calif 


a 
Raceway service fitting 


A NEw service fitting for its Florduct 
raceway line has just been announced 
by National Electric Products Corp., 
13th Floor, Chamber of Commerce 
Blcg., Pittsburgh 19, Pa. 

Known as Catalog No. 761-B, the 
body of the device fitting is made of 
14-gauge steel and is designed to pre- 
serve a continuous raceway base. It is 
so constructed as to eliminate hazards 
caused from abuse and water seepage 
and is electro-galvanized to make it 
rust-resistant. 

The fitting housing is installed over 
the raceway base without cutting the 
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S. H. KRESS STORE at Santa Monica, Calif. designed 
6y Company's Architectural and Engineering Department 


provide dependable 


Power and Light Service 
for this Modern Store... 


Adequate Light and Power is an extremely important ingredient of 


modern merchandising. Recognizing this, more and more archi- 
tects, engineers, contractors and others are specifying @ electrical 
products for both new and modernized buildings. 


The main switchboard installed in the S. H. Kress 
Santa Monica Store is of the ® Klampswitchfuz type 
of special design to meet unique requirements of the 
local Power Company. Illustrated is a typical 7.) 


Klampswitchfuz switchboard, features of which are 
almost unlimited electrical capacity greater 
operating efficiency . . . less maintenance safer 
operation with dead front safety type enclosures and 
safer and more efficient switching with the @ Kiamp- 
switchfuz or Snufarc (hinged, pull out) switches. 


For more than 60 years, @ has been specializing in the design and 
manufacture of electrical peaducts for industrial, commercial, insti- 
tutional and residential use . . . products that are modern in design, 
of rugged construction, easy to install, safe and dependable in 


performance, longer lasting and require less maintenance. 
Capacities: @ Klampswitchfuz 30 to 600 amps., 
250 volts AC or DC; C7.) Snufarc 30 to 200 amps., 


There’s a @ unit for almost every power and light distribution Statin’ Sead tedes 


problem. You can be sure of safe, dependable and trouble-free 
service by insisting gear products on your next job. Write today 
for additional information or contact your nearest @ representative, 
listed in Sweet's. ; 


@ LNTIP Type Panelboard 
installed in S. H. Kress Santa 
Monica Store. A safety-type 
panelboard, this unit combines 
single pole plug fuse with heavy 
duty tumbler switch into a four 

circuit standardized section. 

Capacities: 30 amperes, 250 
| volts, 4 to 40 branches, for 

\ 3 or 4 wire — solid neutral 


Srank e€dam Glectric Co. 
P. O. BOX 357 ST. LOUIS 3, MO. 


Mahers of BUSDUCT + PANELBOARDS + SWITCHBOARDS + SERVICE 
EQUIPMENT + SAFETY SWITCHES * LOAD CENTERS «© QUIKHETER 


Our 60th Year 
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1936-1951 





















































1951 





~ 


‘ 


a. ome Cable Pant Dhowth 


1936 
1939 


1942 
1945 
1946 


1947 


Original Red Rolling, Bare Wire, 
Weatherproof and Rubber Mills 
Shipping Department 

Magnet Wire Mill 

Executive Offices 

New Boiler House 


Cafeteria, Medical 
New Bare Wire Mill 
Steel Tubing Mill 


1949 
1950 Rigid Steel Conautt 


195)... How Feast tor Wiiaey Prsonten 


New Rubber Mill, Research Laboratories, 
Department 





TORRANCE PLANT 


FROM BAR TO FINISHED WIRE ...FROM SHEET TO FINISHED TUBE 


In the manufacture of wires and cables, as well as steel conduit, 
control of Rome Cable quality is a step by step process. Starting 
with basic forms . . . copper wire bars and sheet steel . . . Rome 
Cable products are manufactured entirely within its own 
plants. Equipment of the latest design, capable research and 
engineering, plus rigid inspection assure you of uniformly high 
quality. 

Rome Cable offers, also a personalized service . .. based upon 
intimate contact between buyer and seller. Strategically located 
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sales offices and warehouses across the nation bring Rome 
Cable as close to you as your telephone. In this period of de- 
fense priority, material shortages are acute and delivery re- 
quirements cannot always be met. You can depend, however, 
upon Rome Cable doing its best and when it cannot, honestly 
saying so. 

Write today for your complimentary copy of the attractively 
bound book, “The Story of Rome Cable Corporation,” and learn 
more about Rome Cable's facilities. 


ELECTRICAL SOUTH for JULY, 1951 





Plant Floor Area 
Square Feet 
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Fifteen years ago this July, we made our first shipment of wires and 
cables to the electrical industry. Your ready acceptance of Rome Cable 
products since that time has more than justified our confidence in that 
first shipment. 


Today, electrical power surges through Rome wires and cables of 
many types, in many places . . . powering vital industry, lighting cities, 
safeguarding life, bringing convenience and comfort to homes through- 
out the land. 

Burrowing deep for vital minerals, carrying heavy power loads from 
city to city, turning the wheels of the nation’s industry . . . Rome wires 
and cables are unfailingly at work. 

When the farmer flips his barn switch for that 4 A.M. milking... when 
a hundred and one electrical conveniences are called into use... 
Rome wires and cables are at work. 

When television gives you a ringside seat, when an electric mixer 
whips up a cool summer drink . . . or, a neon sign steers you toward a 
highway hamburger . . .Rome wires and cables are at work. 

Yes, even when a telephone voice directs an artillery barrage into 
Korean hills. . . the vital thread of communication may well be a Rome 
product. For, today Rome Cable is, again, producing for defense. 

So, for fifteen years Rome Cable has steadily grown in meeting your 
ever-increasing needs. Rome research and engineering have designed 
better cables, have maintained dependable, high quality . .. to give you 
of the electrical industry only the best. 

At this milestone in our progress, we, again, dedicate our future to ever 
higher quality of product and the desire to serve you who have made 


these years count. 


ELECTRICAL CONDUCTORS AND STEEL CONDUIT 
OF BETTER QUALITY 


ROME CABLE 
It Costs Less To Buy the Best Corporation 


Omit * NEW YORK 


CALIFORNIA 








Geomeéltc Lighting Fatlerns- 


a Unlimited 
gry 














UN IV ER 


PATTERN § LIGHTING 


ONLY ¢ BASIC UNITS 


by Compco form any geometric 

lighting pattern desired . . . patterns 
custom-styled exactly to the client's 
needs . . . patterns far more attractive and 
efficient than ordinary continuous-row 
fixtures — yet just as easy to install! 
Compco fixtures assure lowest 
maintenance, too. They have all-steel 
housings and louvers, durably finished in 
Compco’s exclusive baked-on 
“Glazenamel.”’ For unlimited design 
and longest life, investigate 

Compco Pattern Lighting! 

Compco Corporation, 

2251 W. St. Paul Ave., 

Chicago 47, Il. 





























WRITE FOR FREE BULLETIN 
showing design suggestions and construction, 


it 


pplication, and installation data. 








raceway. After installation of the 
housing and the “laying-in” of conduc- 
tors, the capping of the two-piece Flor- 
duct raceway is snapped into place and 
the receptacle wired. While the fit- 
ting is furnished with a duplex recep- 
tacle, it will accommodate all standard 
devices. 

The new fitting is recommended for 
floor service extensions, bench work, 
or other service requirements. 


& 
Valance lighting 


ACKNOWLEDGING the importance of 
picture windows in present-day home 
design, Moe Light, Inc., of Ft. Atkinson, 
Wisc., is introducing its new decorator- 
inspired Moe Light valance. 

The valances are open at the top and 
bottom, with the light reflecting from 
the ceiling for pleasant general illumi- 
nation, and directly upon draperies, en- 
hancing their colors and texture. The 


effect upon furniture groupings is simi- 
lar to daylight coming through the 
window. 

The valances are recommended for 
television viewing, and can be installed 
easily, quickly, and with no installa- 
tion cost. 

The units are sturdily made of light- 
weight painted steel, attractively fin- 
ished, with translucent front panels. 

There is a choice of designs in basic 
units and front panels to complement 
either contemporary or traditional in- 
teriors. 

Basic units are 24, 33, and 48 inches 
long, and by combinations of extension 
units can be made up into almost any 
desired length. 

A custom-designed effect may be 
achieved by using matching smaller 
valance panels in wall applications in 
conjunction with the window valances. 

These valances are furnished com- 
plete with deluxe warm light fluore- 
scent tubes. 

e 


Plug-in bus duct 


FouR STANDARDIZED types of bus duct 
for a variety of industrial power distri- 
bution system applications are available 
from Westinghouse Electric Corp. 

Types included are plug-in duct for 
branch runs, providing power take-off 
outlets every 12 inches; weatherproof 
feeder duct for outside runs (trans- 
formers to switchgear); low-impedance 
duct for long feeder runs, or where 
minimum voltage drop is important; 
and, weatherproof low-impedance duct 
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Hubbard-Copperweld 
Ground Rods LAST... 


and LAST... 


and LAST... 


Installed underground, out of sight, for years 
and years to come. Out of mind, too; no more 
worries about protection. Periodic tests can 
be made quickly, easily. 
Hubbard-Copperweld Ground Rods com- 
bine the strength of alloy steel with the 
permanent corrosion resistance of copper. 
The permanent Molten-Weld completely elim- 
inmates the possibility of harmful electro- 
galvanic action within the rod. There are no 
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Clamps may be had with 
safety sef screw as 
shown, or with square 
bolt head. 


Cross section of a Y2-inch 
Copperweld Ground Rod 
showing approximate pro- 
portion of copper and steel. 


microscopic cracks, fissures, or pin holes in 
the thick copper exterior. They offer assured 
protection when installed to a sufficient depth 
to reach permanent moisture. 

The time-tested dependability and economy 
of Hubbard-Copperweld Ground Rods have 
been proved in service for 35 years. They offer 
permanent grounding protection at lowest 
annual cost. They come in diameters from %& 
to 1-inch and in lengths from 5 to 40 feet. 





A NAME 


GROWING BIG 
—ELECTRICALLY 





When you have to replace 
brushes, there's no need to 
shut down while your mainte- 
nance man cuts down a so- 
called ‘‘standard" brush. 
Keep a stock of Helwig 
CONTOURED Brushes on 
hand, precision-made at the 
factory to your exact radius 
and bevel. Find out how 
CONTOURED Brushes also 
give you improved motor per- 
formance by eliminating 
“field variation."’ Call the 
Helwig office near you today. 


HELWIG 


























ALL THE ADVANTAGES 
OF DOUBLE-BRUSH OP- 
ERATION WITHOUT IN- 
STALLING NEW BRUSH 
HOLDERS — improved 
commutation, more uni- 
form wear, longer motor 
life. U. S. Pat. 
2,181,076 








Oklahoma City 
St. Louis 


SOUTHERN OFFICES 
316 Walton Bidg.; la. 7202 
710 Texas S?.; Tel. 3-9819 
1101 Chenevert; Ch. 4-6549 
Magazine & Poydras; Ma. 3925 
323 NW 2nd St.; Tel. 2-6881 
1913 Washington Ave.; Ch. 6510 








CO., Carbon Products 


t Brushe 





for runs between transformers and 
switchgear, where the duct must with- 
stand high short-circuit stresses. 

Westinghouse plug-in bus duct is 
listed by Underwriters’ Laboratories. 

Further information is available from 
Westinghouse Electric Corp., Box 2099, 
Pittsburgh 30, Pa. 


Fractional-h.p. manual starter 


Tue Square D Company has announ- 
ced a new Class 2510 Type A frac- 
tional h.p. manual starter designed to 
control and protect single-phase a-c 
and d-c motors of 1 h.p. and less. 

Both single- and double-pole devices 
are available. The rugged double- 
break contact mechanism has quick 
make and break action and contact 
tips are of fine silver. 


The starter incorporates dependable, 
trip-free overload protection which 
gives a definite trip indication. Inter- 
changeable overload relay units are ac- 
cessible from the front. Line and load 
terminals are arranged for straight- 
through wiring. 

Three types of enclosure are avail- 
able as well as the open-type starter: 
general purpose (NEMA I), water- and 
dust-tight (NEMA IV and V), and 
explosion-resistant (NEMA VII and 
IX). 

Further details are available from 
Square D Co., 4041 No. Richards St., 
Milwaukee 12, Wis. 


Gripper handlamps 


A NEW LINE of portable lamps, featur- 
ing the use of a patented “gripper” 
fastener, has been announced by P. 
M. Sales Co., 443 Broad St., Newark 
2, N. J. 

The lampholder may be clamped to 
any surface ranging from canvas to a 
doorjamb, and, with the sure-grip fea- 
ture, the surface for clamping need not 
be horizontal. 

The “gripper” jaws are offset to in- 
sure positive holding ability, aiming 
light where it is needed, and leaving 
both hands free. The full line covers 
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a new idea in fact 


moy we send you ovr 16-page 
Wyte-Liner catalog 48-F with de- 


toiled information ? 


E 
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as different 4 


white inside and OUTSIDE 
the white upside helps lift ceiling gloom 


result: reduces strong shadows and harsh contrasts— no 
more gloomy “black-top” ceiling effects— improved 
brightness-contrast ratios—easier On the eye 

surface 300 Permalux or Porcelain Enamel Airflow 
Channel circulates air for longer ballast life 

easy to clean 

easy to install 


Wyte-Liners are made in 2 and 3 conventional 40-watt 
light ynits, also for 4- and 8-ft. Slimline lamps 


LIGHTING 


THE EDWIN F. GUTH COMPANY / sT.LOUIS 3, missouri 
leader in Light-g frnce 1902 





sass encnaeae 





“Hivolt,” “Standard,” “Deluxe,” and 
“Moistpruf” models, taking up to a 
100-watt lamp. 

All lampholders have bakelite-en- 
closed terminals, and may be wired so 
that the cord cannot pull out or fray. 


Self-insulated terminals 


A NEW LINE of terminals that effec- 
tively and economically ends the risk 
of short-circuits between closely spaced 
wires has been announced by the 
Thomas & Betts Co. 

Known as self-insulated Sta-Kon 
terminals, the new units are integral, 
one-piece assemblies combining a me- 
tallic portion that grips both the wire 
and the wire insulation tightly and per- | 
manently, with a single staking opera- 
tion; and a translucent, firmly anchor- 
ed terminal insulator of specially for- 
mulated nylon. 

Major advantages of the new ter- 
minals, according to the manufacturer, 
are: longer electrical creepage path; 
unique, positive anchoring of terminal, 
insulator; deep socket for wire insula- 
tion, providing more positive grip; 
novel formulation of terminal insula- 
tion, which provides translucency, light 
weight, and high resistance to heat and 
chemical attach by oils and solvents. 

Engineering Data Bulletin No. S4, 
giving a more complete report on me- 


chanical details, is available on request 
from The Thomas & Betts Co., Inc., 72 
Butler St., Elizabeth, N. J. 


Instrument transformer guide 


A PROFUSELY illustrated, 93-page bro- 
chure, GEA-4626, supplying pertinent 
buying information on G. E. instru- 
ment transformers, has been announced 
as available by the General Electric 
Company’s meter and instrument divi- 
sions, Schenectady 5, N. Y. 

The publication is divided into sec- 
tions which offer technical data on in- 
door and outdoor potential transform- 
ers, current transformers, metering 
outfits, potential and current portable 
transformers. 

Listings of ratio and phase-angle 
tests, coupled with tables covering the 
mechanical and thermal limits of cur- 
rent transformers, round out the bal- 
ance of the brochure. 


Explosion-proof bells 


A NEW FOUR-PAGE bulletin featuring 
explosion-proof bells has been announ- 
ced by Signal Engineering & Mfg. Co., 
154 W. 14th St., New York 11, N. Y. 

The bulletin describes operational 
and constructional features, design and 
assembly detail, Underwriters’ listing, 





HEX-NUT CONNECTOR for 
SERVICE ENTRANCE CABLE 


@ Tapered rubber bushing provides tighter seal around cable. 

@ Locking device keeps bushing from turning when being tightened. 

@ Uses compound te seal rubber bushing from atmosphere for 
permanent seal. 

@ Also furnished in compound filled — a single fitting taking % 


te % eval cable. 


ordering information, etc. Various types 
of bells are illustrated with sectional 
views. 

Bulletin EP-82 is now available from 
the manufacturer. 


» 
G & W potheads 


A COMPLETE LISTING of all capnut, dis- 
connecting, and straight-through pot- 
heads is contained in the new G & W 
Bulletin AB51—G & W Potheads, avail- 
able from G & W Electric Specialty Co., 
7780 Dante Ave., Chicago 19, Ill. 

The 72-page bulletin also includes 
directions for installation of potheads 
and has a complete listing of all pot- 
head parts. Single-conductor potheads 
and 16 standard shapes of multiple- 
conductor potheads are listed in rat- 
ings from 600 to 34,500 volts. 

Listed for the first time in this bul- 
letin is a new rubber bushing stuffing 
box developed by the manufacturer for 
all leaded and non-leaded cables. 


* 
Ground pipe fittings 


WirH THE HELP of two fittings—the 
Pipe Point and the Pipe Cap—which 
have been recently announced by Ged- 
ney Electric Co. RKO Bldg., Radio 
City, New York 20, N. Y., a length of 
ordinary galvanized pipe can be used 
as an efficient and economical ground 
rod. 

According to the manufacturer, %4- 
inch-diameter pipe can be quickly and 
simply driven 8 feet into the ground 
(bed rock excluded), which distance . 
conforms with the Code. 

The Pipe Point is a rugged conical 
wedge which readily penetrates any 
normal type of ground. The Pipe Cap 
is a sturdy cover used as the striking 
surface at the top of the pipe and pro- 
tecting the pipe from flanging and 
other damage. 

Both fittings are designed to fit %4- 
inch conduit or water pipe, and both 
fittings are made of malleable iron for 
extra strength and endurance. 


Grounded receptacle 


Tue Wiremold Co., Hartford 10, 
Conn., announces the addition to its 
line of a 2127G NEMA Grounded Re- 
ceptacle, for parallel blade plug cap 
or the new NEMA Standard Ground- 
ing Plug. 

Rated at 15 amperes, 125 volts, this 
new receptacle is provided with dou- 


ble-wipe contacts, and has the same 
dimensions as the 2127 receptacle so 
that it is possible to replace existing 
2100 Wiremold installations using the 
2127 ungrounded receptacle, with the 
new accepted standard. 

Capacity of 2100 Wiremold with 
2127G installed: six No. 12 conductors. 

The company further announces that 
double-wipe contacts are now also 
a feature of the 2127 receptacle. 


M. & W. Electrical Fittings can provide a sav- 
ings in time and money. Your installation re- 
quirements can be filled right from the items 
shown in the M. & W. catalog—and you'll 
find they are designed for speedy installation. 


@ GROUND CLAMPS 

@ SERVICE HEADS 

@ SERVICE EN- 
TRANCE KITS 

@ CONNECTORS 


G. CO., Inc. 


EAST PALESTINE om ame) 
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Steel saved civilization at Vienna 


Mopern history begins with the record 
of conflict between Christians and Moslems-- 
six centuries of wars that opened with the Cru- 
sades and saw the Turks capture Constantinople 
in 1453. 

More than 100,000 Turkish janizaries and 
cavalry besieged Vienna in 1683. For two 
months, to quote the diary of an eye witness, 
“The enemy continued playing their cannon 
and granadoes. But the city walls were strong, 
Christian cannon were bigger and more numer- 
ous and ammunition more plentiful.” Finally 
came a day when the officer's journal reported, 


“The enemy did not play their cannon so fast. _ 


It was confirmed that they had no great provi- 
sion of bullets, inasmuch as they shot back not 
only our bullets, but also pummels of swords 
and all sorts of iron and stones.” 


At last a great Christian relief army was as- 
sembled. “They made an attack in the best 
order that ever army did. The enemy, forced 
always to give back, were put all into confusion. 
They betook themselves to flight, leaving all 
their provisions, ammunition, cannons and tents 
--the greatest part rendered unfit for farther use 
by our great guns.” 

Never again did the Turks seriously menace 
Christendom. Western civilization had been 
saved once more by its supremacy in the use 
of iron and steel. To aid our survival America’s 
free private industry is producing steel at the 
highest rate ever known--and still expanding. 
The question remains-- Will America use enough 
of this tremendous steel production to guarantee 
the continued supremacy of Western, Christian 
civilization?---We believe the answer is yes! 


The Youngstown Sheet and Tube Company 
General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON ALLOY AND YOLOY STEELS 


needs it now. Turn in your scrap, through your regular sources, at the earliest possible moment 
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MONITOR 


HAS THE ANSWER 
TO ALL 
YOUR MOTOR CONTROL 
PROBLEMS 


MONITOR engineers provide the “know how,” 
MONITOR equipment provides the means . . . 
Yes, the answer to your motor control prob- 
lems is as simple as that. 

And with the preserit stepped-up defense 
program currently placing a tremendous bur- 
den on America’s industry and industrial ma- 
chinery, the demand for motor céntrol instal- 
lations has greatly expanded as well. 

To be sure of complete customer satisfac- 
tion and dependable operational efficiency in 
YOUR motor contro! installations, be sure to 
specify MONITOR! 


Special NEMA No. 1-A semi-dust type 
enclosed magnetic starter. 


a Ty, 
teed 


& (iif 
. 


rf 
| 
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Special DC magnetic controller—for full 
automatic operation of printing press drive. 


The 


MONITOR 


CONTROLLER CO. 


Braintree 84, Mass. 








REPRESENTED BY 


B. S. WOODMAN 
1570 Northside Ave. 
Atlanta, Georgia 


.L. L. ROUSSEL LYNN ELLIOTT CO 
312 E. Livingston PI. 322 M & M Building 
New Orleans, Loa. Houston 2, Texas 
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Timely items relating to contractors, light 


and power companies, electrical wholesalers, 


electrical manufacturers and 


Brandon named head 
of Code-making group 


@ Merwin M. Brannon, vice- 
president of the Underwriters’ 
Laboratories, Inc., has been nam- 
ed chairman of the Electrical Sec- 
tion and the National Electrical 
Code Committee of the National 
Fire Protection Association. 

He succeeds Alvah Small who 


“served as chairman of the com- 


mittee over a period of many 
years. Karl S. Geiges has been 
named chief electrical engineer 
for the Laboratories, a position 
held by Mr. Brandon until his re- 
cent advancement. 

The Electrical Correlating 
Committee of NFPA has announ- 
ced the schedule for the 1953 re- 


their agents. 


M. M. Brandon 


vision of the National Electrical 
Code. January 1, 1952, has been 
set as the final date for receipt of 





NECA CHAPTER MANAGERS—One of the features of the recent meeting of 
the southeastern district of National Electrical Contractors Assn., in Atlanta, 
was the Chapter Managers Dinner and meeting which preceded the two-day 
conference. 

In the picture, left to right, seated, are: W. Reid Puckett, manager, 
P. Dixon, manager, Memphis chapter; W. C. Harris, manager, 
Charles S. Thurber, field representative, NECA District HI, 
standing, are: L. 


Atlanta chapter; Ernest 
Chattaneoga chapter; and 
Birmingham, Ala. Left to right, 
A. Pyle, manager, Central Mississippi chapter, Dwight L. 
N. C.; Don B. Clayton, vice-president, NECA District 
Ill, Birmingham, Ala.;: John L. Rose, manager, Nashville chapter; Clint J. Harder, secretary- 
treasurer, NECA, Washington, D. C.; William R. White, manager, Virginia chapter, Richmond; 
E. R. Cornish, director, NECA research and education department, Washington, D. C.; 
W. Weir, manager, Birmingham chapter; W. S. Binckley, North Florida 
Jacksonville; R. A. Kobs, manager, Seuth Georgia chapter, Columbus; Charles D. 
South Florida chapter, Miami; and Frank Shipp, mankger, Gulf Coast 
Mobile, Ala. 


Jackson; Casey. 


manager, Carolinas chapter, Charlotte, 


Ernest 
manager, chapter. 
Powers, 


manager, chapter, 
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proposals for Code changes. The 
Code-making panels will consider 
proposals and prepare their re- 
ports during the period January 1 a 

to May 1, 1952. Panel reports will + Th 

be published for distribution on e NEW 
August 1, 1952. 


Electrical inspectors and others Gravity Type 


interested will have an oppor- 
tunity to study the reports during FI : 
the period August 1 to December : ectr IC 
1, 1952. Panels will make final re- | | 
rorts to Correlating Committee — Sse ; , HK 

by January 15, 1953. The new edi- = eater 
tion of the Code is expected to be t 


available in the summer of 1953. | ; ; ? : : | : "You and Your 
G. E. affiliates fe ge = Customers 
as cinnatane dunes SS Have Asked 


of the General Electric Company : 

recently became departments of For / 
the parent company, according to = 
Ralph J. Cordiner, G. E. presi- 
dent. 

The affiliates are Carboloy Co., 
Inc., with headquarters in De- 
troit; General Electric X-Ray 
Corp., Milwaukee; Locke Inc., 4 THOUSANDS OF INSTALLATIONS in the TVA area were made 
Baltimore; Telechron Inc., Ash- fe last year. TESTS, checks, suggestions, showed what contractors 
land, Mass.; Monowatt Inc., Pro- , and homeowners want in electric home heating units. The 
vidence, R. I.; and The Trumbull Cavalier is the LATEST WORD in practical, economical auto- 
Electric Manufacturing Co., matic room heating. 

Plainville, Conn. 

In a letter to the company’s a — a 
more than 250,000 stockholders, ; a 
Mr. Cordiner pointed out that the ELECTRICAL CONTRACTORS SAY: Easy to install, fastest, 
six affiliates became G. E. depart- mn. 4 neatest installation job ever. A great advance in heating 
ments as “a part of the natural . a efficiency, and a heater you can install without having 
evolution of the company’s or- to make expensive call backs that eat up your profits. 
ganization through the years.” 

“These six subsidiaries enjoy a me I 











HOMEOWNERS SAY: Smart looking in any room. Silent. 
Draftless floods of heat throughout room. Clean heat from 
clean heaters. Exclusive design enables you to clean entire 
heater inside and out—without removing a single screw— 
in 3 minutes or less. 


Contractors affected by 
recently issued CPR 34 


MANY ELECTRICAL contracto‘s 
and other electrical service firms 
have failed to realize the extent 
to which their operations are af- 
fected by Ceiling Price Regula- 
tion 34—Services, issued in May 
by the Office of Price Stabiliza- 
tion. One of the requirements of 
this order is that a list of ceiling 


prices be filed with the nearest i 
district office of OPS showing GET COMPLETE FACTS on features like 30% MORE HEAT up through the elements; more 


the highest prices you charged ACCURATE -room temperature control; FASTEST HEATER TO CLEAN; extra safety. MAIL 
for the various services you ren- THIS COUPON NOW Please send description, specifications, 
dered during the period Dec. 19, prices and discounts, on Cavalier Electric Wall Insert Heaters to: 

1950, to Jan. 25, 1951. This list 
should have been filed before Firm Name 
June 15, 1951. A comprehensive 
summary of the requirements of Address 
CPR 34 is included in this issue, 
beginning on page 79. City 














Requested by 
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| LIKE 
Bhoynn 
ecause 
- its easy to install 
- my customers are 
happy with if 
. tt never gives me 


ONLY BLO-FAN 
HAS eee , 


THIS PATENTED BLADE 
which combines the power of a blower 
with the volume of a fan... 


{a3 


_ THIS 9-POSITION CONTROL SWITCH 

which allows Mrs. Housewife to change 
the speed of ventilation as easily as she 
regulates the thermostat on the kitchen 


THIS GRILLE 

which makes Blo-Fan easier to clean. 
Merely loosen the large center cap to 
remove the grille and motor assembly. 
No tools required—not even a screw- 


driver. Sm - 


America’s most imitated home ventilator 





**This statement was made by a prominent 
electrical contractor in Houston, Tezas. 


Stocked by more than 650 wholesalers 
in over 350 cities. 
Manufacturers of Pry-Lites . .. The original 
recessed lighting fixture with snap-on fronts 


PRYNE & CO., INC. Box S-751 Pomona, Calif. 
Eastern Factory: Newark, New Jersey 


Warehouses: Los Angeles, San Francisco, 
Chicago, Atianta 





strong acceptance of their prod- 
ucts and trade names in their res- 
pective industries. As depart- 
ments of the General Electric Co., 
they will continue to operate un- 
der their present management 
and their products will con- 
tinue to be marketed under their 
existing trade names,” the G. E. 
president said. 


Tennessee contractors 
meet in Nashville 


@ THE 13TH ANNUAL convention 
of the Tennessee Electrical Con- 
tractors Association was held in 
Nashville recently, with delegates 
on hand from every section of the 
state. According to James N. 
Stansell, convention chairman, it 
was one of the largest and best-at- 
tended in the history of the asso- 
ciation. 

One of the highlights of the first 
day’s session was a panel discus- 
sion of “Problems of the Electrical 
Industry,” participated in by Ben 
Gambill (jobbers), Ed Graves 
(manufacturers), A. C. Gibson 
{utility companies), and James 
N. Stansell (electrical contrac- 
tors). 

There was a division of thought 
in the panel discussion as to the 
current “shortage” of electrical 
material for civilian needs. 

One was that the scarcity to the 
small contractors is largely the 
result of stockpiling by manufac- 
turers and jobbers, which is tem- 
porary and will disappear once 
production catches up to the in- 
creased demands for military 
needs. 

The other is that there is a real 
shortage; that every contractor 
must either go out and get his 


share of the government business, 
or prepare to take drastic hitches 
in his belt. 

Following the opening address 
by Dainey Deaderick, president 
of the association, Ernest Eden- 
field, Nashville, discussed “Labor 
and Contractors—Past, Present, 
and Future.” ‘ 

Mr. Edenfield, recently elected 
to the Council of Industrial Rela- 
tions for the Electrical Contract- 
ing Industry for the U. S. and 
Canada, spoke on the changing 
aspects in the labor relations field. 

He pointed out the advances 
made since 1920, with particular 
emphasis on the contributions 
made by the council in working 
out labor disputes in the industry. 

Charles S. Thurber, field rep- 
resentative of the National Elec- 
trical Contractors Association, ad- 
dressed the afternoon session on 
the subject, “Let’s Stop Losing 
Business Rightfully Belonging to 
the Electrical Contractors.” 

After tracing the early history 
of the electrical contracting busi- 
ness he stressed the loss of busi- 
ness to general contractors, big 
industrial concerns, governmental 
units, such as county school 
boards, etc., doing new construc- 
tion work with their own mainte- 
nance crews. 

The contractors’ answer to this, 
according to Mr. Thurber, lies “in 
specialization and creative sell- 
ing.” 

E. E. Parks, lighting engineer 
with the Nashville Electric Serv- 
ice, also addressed the convention. 
He urged electrical contractors to 
become experts in the field of 
commercial and industrial light- 
ing. 

The closing day’s session fea- 
tured the election of new officers, 


Nashville was the scene recently of the 13th annual convention of the Ten- 
nessee Electrical Contractors Association. 


Shown absorbed in informal discussion are, 
TECA; Charles Thurber, National Electrical 


left to right: Dainey Deaderick, president of 


Contractors Association field representative: 


W. N. Tune; Ernest Edenfield; Philip Sweet, Chattanoora: Leon Harlan; Herbert Haile, Chatta- 


neoga; and Tobe Lawsen, Chattanooga. 
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HOT-DIP GALVANIZED 
GROUND RODS | 





The finishing touch 
to a first-class job 


THE MARK of a good electrical job well 
done is a DixisTEEL Galvanized Ground Rod. 
Sharp-pointed for easy driving . . . hot- 
dip galvanized for positive protection 
against rust, "x 8’ size carried in stock. 
Other sizes available. 
Write or telephone collect for prices. 





Atlantic Steel Company 








ATLANTA, GEORGIA 





electrical test 


get this IDEAL 
VOLTAGE TESTER 


¢ Not an ordinary “glo” type 
© Indicates nominal line voit- 
ages on calibrated scale. 


Safe Solenoid 
Double Voltage 
Protection Indicator 
\ Neon Test 
Lamp 


It’s doubly dependable — doubly 
safe! A voltage tester, with an easy- 
to-read calibrated scale ... and a 
neon test lamp! Each is independent 
of the other. Takes the guess-work 
and the danger out of many kinds of 
testing. Heavily insulated test prods 
have safety collar and 4-inch han- 
dies. Easy to use, convenient — be- 
longs in the pocket or kit of every 
contractor, maintenance man or elec- 
trician. Available with or without 
carrying case. 





TESTS FOR ANY OF THESE 


Continuity of circuits 110 
to 550 volt AC, 110 to 600 
volt DC ©¢ Blown fuses © 
Grounded side of line, mo- 
tor or appliance © Fre- 
quency, (25 or 60 cycle) © 
DC polarity. 








Sold Through America's Leading Distributors 
cor amepeNene “puma !, 
J OTHER WIRING TOOLS IDFAL INDUSTRIES, Inc. 
, [) “'Stripmoster’” Hand. 017 Park Avenue, Sycamore, Ill. 


Y . Please send free catalog information on Volt 
} ype Wire Stripper ace Tester and other wiring tools as checked 
oO Fish tape, reels 


and pullers 
i oO Fuse clip clamps 
i [] Fuse pullers Address 


> O Test lights City ____lone____ State_ 


L cit imam es ae mame eammawaee 
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American Blower Model C Ventura Attic Fan. 8 sizes, 
capacities from 4300 to 21,500 cfm, free delivery. 


REPUTATION SELLS 


Your reputation as a reliable source of supply for venti- 
lating equipment depends on the reputation of the 
products you sell, too. 

That’s why selling American Blower Ventilating Equip- 
ment is a sure way to build your business 

American Blower products are nationally recognized 
for their uniformly high quality, reasonable price, easy 
installation and accurate ratings 

You have a reputation to protect in your community 
and you also want to build up your future profits, so 
why not sell American Blower Air Handling Equipment? 
Ask the nearest American Blower Braneh Office for 
data. 
AMERICAN BLOWER CORPORATION, DETROIT 32, MICH. 
CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONTARIO 


Division of American Ravuaror & Standard Sanitary conronarion 


Sell quality! 


AMERICAN BLOWER 


Air Handling Equipment 














Aeropel Kitchen Fan 

-Exhausts kitchen 
heat, smoke and 
smell. Keeps kitchens 
fresh. Winner of two 
Fine Arts Awards for 
beauty and utility in 
the home. 


Seruing home 


CHURCH SEATS + DETROIT LUBR 


Model A Ventura Fans 
—Smartly styled. 
No exposed wiring 
Smooth, easy-to- 
clean surfaces. Built 
in capacities from 
1000 to 9700 cfm, 
free delivery. 12 sizes. 


induc Airy 


CATOR + KEWANEE 8B 


Packaged Ventura 
Attic Fan—Built for 
vertical operation in 
low bridge attics 
Only 10 easy steps 
to install. Ratings 
are Certified. A real 
profit maker. 











Be Particular 
about Your Lighting 


—>pe ciky . 


(6g TA ld ee Le Le 


for LIGHTING ALL 
VULNERABLE AREAS— 
you'll find a wide 
choice of Fresnel Floods, 
Open or Enclosed Floods 
as well as finely En- 
gineered Searchlights 


AREA 


AND 
CLUSTER 
LIGHTS 
CODE 


D 
BEACONS TO OBSTRUCTION 
GUIDE PILOTS LIGHTS 


for 
TOWERS 








STREET 
and 
BOULEVARD 
PYLON - LITE 


HIGH, MEDIUM AND 
LOW BAY 
FLOODS 
LUMINAIRES, 
& 


HINGED 
POLES 
FOR 
STREET 
& 

GAS 
STATION 
LIGHTING 


Write for Catalog 


6005 BROADWAY 7 CHICAGO 40, ILL. 
LIGHTING EQUIPMENT FOR EVERY NEED 
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NAED OFFICERS TO SERVE AGAIN—W. G. Peirce, Jr., center, was re- 
elected president of the National Association of Electrical Distributors at 
the 43rd annual convention held at Atlantic City. Also re-elected were Ben- 
jamin Gross, left, vice-president and chairman of the NAED appliance div- 
ision, and president of Gross Distributors, New York City; and R. M.. Johan- 
nesen, vice-president and chairman ef the NAED apparatus and supply 
division, and president of Johannesen Electric Co., Greensboro, N. C. 


committee reports, and plans for 
the next convention to be held in 
Memphis. 

Charles H. Dennis, of Memphis, 
was elected president for the com- 
ing year; Leon Harlan, president 
of the Nashville Chapter of the 
National Electrical Contractors 
Association, was elected third 
vice-president. Ernest Edenfield 
was elected a member of the 
executive committee. 


Graybar Dallas building 
features electric kitchen 


@ THe Graysar Electric Co., dis- 
tributor of electrical appliances, 
wiring supplies, and outdoor con- 
struction material, has completed 
a move into the firm’s new $300,- 
000 building at 717 Latimer Street 


in Dallas, according to G. T. 
Marchmont, district manager. 

The Dallas Graybar organiza- 
tion is headquarters for the 
Southwestern district with 
branch houses in Fort Worth, 
Austin, San Antonio, Shreveport, 
El Paso, and Amarillo. 

Fronting 130 feet on Latimer 
St., the building has a total of 
more than 40,000 square feet of 
floor space, with 10,000 square 
feet devoted to office and display 
room and 30,000 square feet to 
space adjacent to the building as 
a concrete parking and loading 
area for customers. 

Trackage is located at the rear 
of the building. All offices and 
display space are completely air- 
conditioned. 

An appliance display room and 
auditorium is equipped with a 


This handsome new Graybar building in Dallas, Texas, contains more than 
40,000 square feet of floor space and an appliance display room and 
auditorium, equipped with a complete Hotpoint model electric kitchen. 
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demonstration kitchen showing 
both domestic and commercial 
Hotpoint electric equipment. A 
complete Hotpoint model electric 
kitchen is designed to resemble 
as closely as possible a modern 
kitchen in one of the most up-to- 
date homes. 

The kitchen installations are to 
be used in training dealers and 
their organizations in the correct 
methods of demonstrating and 
selling Hotpoint electric  ap- 
pliances. 


Perry-Mann moves 
Charleston offices 


@ Tue Perry-Mann Electric Co., 
formerly located at 165 Meeting 
St., Charleston, S. C., has recent- 
ly occupied a new warehouse, 
salesrooms, and office building at 
70 Romney St., just east of Meet- 
ing St. 

The company, which also has a 
branch in Greenville and head- 
quarters in Columbia, is whole- 
sale distributor for General Elec- 
tric Company products in South 
Carolina. They have been in 
Charleston since 1939. 

D. August Amme, vice-presi- 
dent of the company, is manager 
of the Charleston operations. 

The new warehouse contains 
15,000 square feet of floor space 
and approximately 1,200 square 
feet of office and display space. A 
separate city salesroom is staffed 
by two sales clerks. 

A balcony for storage of appli- 
ances and wiring devices in the 
main warehouse is equipped with 
an electric conveyor that leads 


from loading ramps to storage 
space. 

The warehouse floor is of 
smoothed concrete and is divided 
into spaces for conduit pipe, 
heavy line materials, electric 
blowers, couplings, and other 
electrical items. 


Sylvania organizes 
Dallas division 


@ THE LIGHTING sales department 
of Sylvania Electric Products Inc., 
has organized a new division of- 
fice and warehouse operation with 
headquarters in Dallas, Texas, to 
assure complete coverage of the 
area, according to an announce- 
ment by B. K. Witkstrum, gen- 
eral sales manager. 


T. J. Ewbank 


At the same time, it was an- 
nounced that T. J. Ewbank, for- 
mer field representative, has been 
appointed division sales manager 
of the new Dallas division. 

Mr. Ewbank, who has 


with’ Sylvania since 1942, 


been 
has 


The new Charleston, S. C., location of Perry-Mann Electric Co., affords 


ample parking space for customers’ cars and trucks. 


The one-story building 


is equipped with exhaust fans and a sprinkler system. 
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CEIL-HEAT 


ELECTRIC RADIANT 
CEILING CABLES 


$O EASY TO 


Install! 





Before we knew it, Ceil Heat 
was installed and the 
plastering was done in our 
48-unit Skyline Apartments 

completed last year. The 

installation costs were equal 

0 e han other t > yf 
MR. R. M. CONDRA to or less than other types c 
Contractor- heating equipment — and 
Engineer 
Nashville, 
Tenn. 


comments from occupants have 


been extremely gratifying 


THERE ister, or ¢ 


installing a complete modert 
to turnish maximum comf 


than with Ceil Heat. Nov : 


can enioyv nati 


rence, 
carefree, aut 
revolutionary 

provide invisible 

just like the sun. 


THOUSANDS OF USERS—In Tenr 
nearby states where Ceil Heat was first 
report that 
winter of a 


users t has withstood th 


fetime has kept their hor 


warm even on the coldest days 


NEW FREEDOM OF DESIGN —( H 


nakes it irchitects to desigr 


furnace, fuel 

EASY TO ESTIMATE .EASY TO INSTALL— 
Just staple the cable to the « ng base ac ng 
to simple € Heat er 


cover with plaster. Quick 


SAFE—I nvisib 
ngers, furniture and 


fi ire 
toasty warm. Its lov 
safest heating system 
| 


Urns or explosions 


TROUBLE FREE—C 
corrosi v¢ nothing to get 


for FHA financing 
CEIL HEAT IS THE STANDARD — k 


ng heating 1s now used in homes fr 


ist. Ther 


ceptable 


tributor 
clectrica nsta 
WEATS 
LiKE S 
Dn, & Write today 
SG > won me aoa wmoee 
CEIL HEAT Division, Homes, Inc., Dept. E.S.-7 ’ 
P. O. Box 1167, Knoxville, Tennessee 


> Leeited FRANCHISE area, ave 
> 


FIRM 


ADDRES 


' 
' 
! 
' 
! 
t Name 
' 
' 
t 
' 


! 
| 
a 
st 
' 
=! 
‘ 
City ZONE STATE f 
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Full profit margins 
.. full deliveries with 
AMPLEX SWIVELITES . 


AMPLEX SWIVELITES are today’s 
fastest-moving lighting fixtures...the 
best buy your customers can make! 
They're the smartest-looking; the most 
adaptable; the most economical to in- 
stall and maintain. And on top of that, 
you can get Swivelites now and receive 
full profit margins ! 

Amplex Swivelites are sold only 
through franchised electrical whole- 
salers. To clinch your share of this 
splendid business, ask about the fran- 
chise for your area, Simply contact our 
nearest representative listed below. 
Amplex Corporation, 111 Water St., 
Brooklyn 1, New York. 


: 
x 
i 
i 
: 


rt See 


MANUFACTURER’S REPRESENTATIVES 
<—> JULES J. DREYFUSS & SONS 
Jules Dreyfuss 
1820 N. W. 1st Avenue 

Miami, Florida 


Jack Dreyfuss 
324 Peters Street, S. W. 
Atlanta, Georgia 


DUIZEND, FAIN & LEVIN 
H. E. “Buster” Fain 
6134 Overlook Drive 
Dallas, Texas 


Al Levin 
514 International Trade Mart 
New Orleans, Louisiana 


Bob Gryder 
7443 Stanwick Dr. 
Houston, Texas 


LEO ROACH 
4019 Clinton Avenue 
Richmond 22, Virginia 


PL. 


Sealed-Beam Reflector Lamps, Colorbeam Lamps, 
Spotiites and Floodlites, Industrial Infra-Red Heat 
Lamps, Vibration and Rough Service Lamps, Street 
Lighting Lamps, Traffic Signal Lamps, Incandescent 
lomps, Fivorescent Tubes, Display Accessories. 
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been covering the Dallas area 
over a period of years and all the 
territories comprising this new di- 
vision. 


Benjamin celebrates 
golden anniversary 


@ TH= Benjamin Electric Manu- 
facturing Company recently ob- 
served a two-day golden anniver- 
sary celebration at its plant in 
Des Plaines, IIl. 

Four men organized the Ben- 
jamin company in 1901 with a 
capital of $2,400—R. B. Benjamin, 
W. C. Jones, K. H. Addington, 
and W. D. Steele, present presi- 
dent of the company. 

The company’s first product 
was the “Wireless Cluster.” They 
grew rapidly in the succeeding 
years and many new products 
were added to its line. 

At the present time, the Ben- 
jamin Company operates a mod- 
ern 350,000 - square - foot plant, 
valued at 24% million dollars, and 
employs 700 people. This plant 
produces more than 2,000 items. 

Five hundred distributors plus 
42 field engineers sell and service 
Benjamin customers over the en- 
tire nation. 

Aiding Walter D. Steele in the 
management of the company are 
Hoyt P. Steele, executive vice- 
president; C. F. W. Alfvin, vice- 
president and treasurer; J. 
Fall, III, vice-president in charge 
of sales; R. Allen Benjamin, se- 
cretary; and George Hamm, con- 
troller. 


Single-step regulators 
(Continued from page 31) 


may be normally expected to op- 
erate once to the raise position 
and once to the lower position. 
The operations of the regulators 
will generally take place during 
the evening peak. 

Regulator B can be expected to 
operate three times to the raise 
position and three times to the 
neutral position. Two operations 
may normally be expected to 
take place during the morning 
peak, and four operations may 
normally be expected to take 
place during the evening peak. 

The total number of voltage 
changes on the distribution line, 
during 24 hours, when using two 
regulators, can be expected to be 
eight. 


Two voltage changes can be ex- 
pected to take place when using 
only one regulator. Other factors 
may cause fewer or more opera- 
tions per day. 

If upon investigation the total 
number of voltage changes prove 
to be greater than 14 per day, the 
regulator location and the control 
settings should be checked. 

An analysis of the test results 
and of the operating experience 
to date indicates that single-step 
regulators may be _ beneficially 
employed to correct excessive 
voltage drop along rural distri- 
bution lines. 


REFERENCES 


Single-Step Voltage Regulator Application, 
R. W. Schlie. AIEE Paper No. 51-39, November 
1950. 

Single-Step Voltage Regulator " 
R. W. Schlie. AIEE Digest of Paper No. 51-39, 
Electrical Engineering, Volume 70 No. 4, April 
1951, page 337 


Remote-control wiring 
(Continued from page 28) 


switch or from a single control 
switch. This is important for in 
some areas the need for expensive 
locking-type switches is cancelled. 

(10) This same arrangement is 
applicable to hallway lights which 
now can be controlled from the 
superintendent’s office from some 
single accessible point without the 
need of long runs of conduit car- 
rying the full lighting load. 

In addition to all of the above 
important advantages to be found 
in applications using remote con- 
trol in commercial office build- 
ings, there is another very im- 
portant factor that should receive 
careful consideration. 

In recent years, the illumina- 
tion level in commercial office 
buildings has been steadily in- 
creasing until, today, levels of 50 
foot-candles are considered good 
practice and levels as high as 100 
foot-candles have been _ used. 
With this increase in illumination, 
there has been an almost com- 
plete shift from incandescent 
lighting to fluorescent lighting in 
commercial office buildings. 

Because of these increased 
loads and because fluorescent 
lighting source can be applied to 
circuits of various voltages more 
conveniently than incandescent 
lighting, it seems an appropriate 
time to investigate the types of 
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SURER, FASTER 
INSTALLATIONS 


with 


iffy 


Clamp-In 
BOX SUPPORTS 


Holds boxes firmly without screws or 
nails in any type wall. 


These Jiffy Box Supports are pre- 
formed to fit quickly and easily. 
Their use prevents dropping hold- 
ers behind partitions during in- 
stallation. 


ORDER TODAY! 


Also ask for Bulletin ES Describing JIFFY Line 


Green Dot Box Protectors 
Adjustable Bar Hangers 
Wire Slip Sticks 
Conduit Bender 


Snap-in Blanks 
Hole Cutters 
Solder Dippers 
No-Kink Fish Tape 
1144 WEST WASHINGTON BOULEVARD 
Cly (2, Vint CHICAGO 7,; ILLINOIS 





Nowadays everyone's concerned about the way things will shape 
up a couple of years hence. There’s one thing of which everyone 
can be certain. Perfect-Line will constantly strive to make 
prompt deliveries of quality wiring devices, lighting equipment 
and ventilating fans available to its customers at the best prices 
possible. Our past proves it. Our present emphasizes it and, to 
be perfectly honest about it, our future depends on it 


WE APPRECIATE YOUR BUSINESS 


PERFECT-LINE 


MANUFACTURING CORP. 
HICKSVILLE, L. I., N. Y. 
Sales Representatives 
L. V. HENDERSON EDWARD W. FISHBURNE 
Atlanta, Greensboro, N 


HUTSON COLCOCK ROBERT W. FISHBURNE 
New Orleans, La. Richmond, Va. 


WIRING DEVICES LIGHTING EQUIPMENT - VENTILATING FANS 


ELECTRICAL SOUTH for JULY, 1951 


BUFFALO 
BELTED 
VENT SET 


bo 


THE FANS TO SOLVE YOUR 
VENTILATION PROBLEMS! 


.- and to the complete satisfaction of your custom- 
ers! “Bufflalo” Fans have been pleasing industrial 
and commercial users for 73 years—proof that you 
can sell “Buffalo” Fans easily and with confidence. 
BELTED VENT SETS, above, are compact, light. 
efficient units for duct-connected service where cen- 
tral ventilation is called for. BREEZO Fans, below, 
are husky, easily-installed wall fans for local ventila- 
tion. 6 sizes, 8” to 24”. WRITE FOR INFORMATION 
ON PRICES AND CONSTRUCTION DATA. 


company 


BUFFALO, NEW YORK 
Led., Kitchener, Ont 


Branch Offices in All Principal Cities 
| a 
BREEZO FANS BELTED VENT SETS . 


BUFFALO 
210 MORTIMER STREET 
Co., 


Canadian Blower 








E BLOWERS BELT-AIR FANS 


ALL BUFFALO FAR 





The tape with 
the yellow core 
made by 
OKONITE 


SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


TUM yet 


Panther ona ‘Dragan 


friction and rubber tapes 


or A 
HOM OG HAMEL 








CARP. LOCE KeH 


WAY 








This 


SWIVEL U-BOLT 
CONNECTOR 
is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity ¢ Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 
For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


} VINE AT THIR 





power distribution systems that 
can be used. 

480Y/227-volt, 3-phase, 4-wire 
distribution has gained in popu- 
larity for industrial applications 
because of the inherent saving of 
this voltage distribution compar- 
ed with the much more common 
208Y /120-volt, 3- phase, 4- wire 
system. Of course, in industrial 
plants, there is usually a large 
motor load in comparison with the 
lighting load. 

Formerly, the lighting load was 
placed on 120-volt circuits fed 
from 480/120-volt dry-type trans- 
formers. However, with the ad- 
vent of fluorescent lighting, the 
practice of distributing this light- 
ing load on three phases but con- 
necting it from line to neutral at 
277 volts has become increasingly 
popular. 

One problem prevented 
480Y/277-volt distribution from 
being used in commercial office 
buildings. This was the inability 
to economically control small seg- 
ments of lighting. Ordinary snap 
switches are limited to 250-volt 
applications by the Underwriters’ 
Laboratories “Standard for Snap 
Switches.” Three-phase motor 
starters which constitute a satis- 
factory lighting control for large 
manufacturing areas are imprac- 
tical for office applications. 

Again, the remote-control wir- 
ing system provides a solution to 
the problem. The actual switch- 
ing of the circuits in this system 
is done with relays as described 
previously. The contacts of this 
relay are rated 15 amperes, 1/3 
hp, 125 volts a.c. and 5 amperes 
277 volts a-c. 

The 5 ampere rating is suffi- 
cient to control 12 two-lamp 40- 
watt fluorescent fixtures; 5 two- 
lamp 85-watt fluorescent fixtures; 
or 8 two-lamp 96-inch T12 slim- 
line fixtures. Thus the relay has 
sufficient capacity for controlling 
the fluorescent lighting load in 
an area approximately 20-feet 
square assuming a normal light- 
ing layout. 


Substantial savings noted 


In one large commercial office 
building recently studied, it was 
found that the 480Y/277-volt sys- 
tem showed a saving of approxi- 
mately $30 per kva of installed 
cost as compared with the 


208Y/120-volt system, and that 
there was a saving of approxi- 
mately 4 pounds of copper per 
kva by using the 480-volt distri- 
bution. 

This is a saving of approximate- 
ly 25°% of both dollars and copper 
for this building. The reason for 
this saving, of course, is the high- 
er voltage distribution but the 
key to the saving was the remote- 
control wiring system with its 
ability to switch safely and con- 
veniently small blocks of lighting 
load at the 277-volt level. 


Wide range of applications 


Although this series of articles 
has discussed remote-control in 
relation to residential and com- 
mercial office buildings, this sys- 
tem is not limited to these appli- 
cations. Many schools, particular- 
ly in the South, are finding re- 
mote-control an economical and 
flexible answer to their switching 
problems. The use of low-volt- 
age switching is particularly prac- 
tical in any building using a hung 
ceiling construction. 

Hospitals are also using re- 
mote-control for a variety of rea- 
sons. One hospital has used re-_ 
mote control to enable the patient 
to have bedside control of all 
the lighting circuits in the room. 
In addition to the patient’s con- 
trol of these lighting circuits from 
the bedside, there is control from 
inside the doorway leading to the 
corridor and from the nurses’ 
station. Bedside control with 120- 
volt switching is impractical. 

Farms constitute another large 
market for this type of switch 
control. There are almost always 
several entrances to any barn and 
these entrances are many times 
located at long distances from 
each other. It is convenient to 
control lighting circuits in the 
barn from each one of these. en- 
trances. Remote-control wiring is 
the practical answer to this prob- 
lem. 

Yard lighting of a farm can be 
handled efficiently by 
control. It is desirable to control 
the yardlights from the many 
buildings on the farm as well as 
from several entrances of both the 
barn and the house. Such con- 
trol can only be accomplished by 
relay switching. 

Remote control is finding its 


remote 
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way into virtually every switch- 
ing application. These applications 
are limited only by the imagina- 
tion and the knowledge of the 
user. 


Control board lighting 
(Continued from page 27) 


ed; here we need a great spread 
instead of a high degree of con- 
centration, to eliminate shadows 
created from blocking out the 
sources. 

If all light at a given meter face 
was coming from the few imme- 
diate overhead sources, as would 
result from lateral concentration, 
no light would reach the point of 
inspection because of the opascity 
of the viewer’s head, shoulders, 
and clip-board. 

To eliminate this deficiency, the 
lens is so constructed as to give 
an extreme degree of spread lat- 
erally, thus creating a condition, 
where the illumination at any ob- 
servation point on the board is a 
consummate of increments of 
lights from many sources, some 
far down the light trough. 

When a position with respect to 
the board by the operator blocks 
out the immediate overhead sour- 
ces, he hardly realizes it, because 
of the contribution of those sour- 
ces out of the blocking range of 
his body. 

To get this result an asymme- 





ALWAYS SPECIFY THE BEST 


WHITER THAN WHITE 


ABSLITE 


@ industrial 
© Commercial Floodlighting 


© Pump Island Installations 


The JONES METAL PRODUCTS CO. 
WEST LAFAYETTE, OHIO 


Soild Exclusively through Electrical Wholusalurs 








STA-BRITE SETS THE PACE 
* IN THE SOUTH * 


if it’s fluorescent 


, MAKE IT SLIMLINE 
STA-BRITE FLUORESCENT MFG. CO. 
325 NW 22nd Lane, Miami, Fic. 
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tric lens was developed that gives 
the needed concentration in the 
plane through the board and that 
can be directed to the % point 
above the floor by lamp offset, 
while in the lateral plane along 
the board the light is spread out 
some 140°. 

The resultant lighting job gives 
the necessary high degree of ver- 
tical illumination that is needed 
to adequately read the meters and 
without any of the veiling glare 
from specular reflection that re- 
sults from inadequate planning. 

The lighting fixtures were de- 
signed by Holophane Company, 
and the electrical work was done 
by the Gore Electrical Company, 
Nashville, Tenn. | 


Street lighting 
(Continued from page 25) 


These luminaires are designed to 
use lamps up to and including the 
10,000-lumen size. The lamp size 
was determined by the spacing of 
the standards, and the area in 
which they were to be used. 

In the residential area, 4000-lu- 
men lamps are installed; in busi- 
ness areas, 6000-lumen lamps, and 
10,000-lumen lamps can be in- 
stalled to step up the illumination 
wherever required. 

In order to minimize storm 
damage, and also to improve the 
appearance of the installation, all 
street-lighting circuits are placed 
underground. This has resulted 
in a beautiful-looking street-light- 
ing installation by daylight, and 
safe, well-lighted streets during 
hours of darkness. 


Sitting on pocketbook 
(Continued from page 23) 


tent. Besides, it saves us sitting 
on the job when we could be 
working. And when we are on a 
job where there is no phone, we 
are not out of touch.” 

“We have had no one tear up 
a truck,” Cummins concluded. 
“The fact is, they take exception- 
ally good care of them. Most of 
our men wash their own trucks. 
They like to drive clean ones, 
and, seemingly, think it is their 
responsibility to keep them clean. 

“This, inasmuch as they have 
it in their possession 24 hours a 
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Your Local Wholesaler 


ATLANTIC CONDUTP 
FITTINGS CO, 
BOSTON, MASS. 
Southern Representative 
Hopper & McCoy 


454 Marietta St., N. W. 
Atlanta 3, Georgia 

















Stainless 
Steel Plates 


ALL TYPES 
UP TOFIVE 
GANG - IN 
ATLANTA 
STOCK 


Satin, polished 
and chrome plat 
ed finishes. 


AV AILABIF 
NOW 


through your wholesa.er 


W. J. MILNER AND CO. 
602 Marietta St., N. W. 
Atlanta, Ga. 











day, seven days a week. And, 
incidentally, this relieves us of 
paying storage-garage expense.” 

At $2.50 per hour, a crew of 
men doesn’t have to lose many 
hours per week to offset the cost 
entailed in keeping up a truck. 
Without the truck, the expense of 
one is incurred and you still have 
no truck. This endless expense 
robs the contractor. 

“Trucks on the job,” said Cum- 
mins, “plugs one of the contrac- 
tor’s most insidious leaks.” 

















SPECIFY THESE TIME-TESTED LINES 
WHEN YOU ORDER FROM YOUR 
LOCAL ELECTRICAL DISTRIBUTOR 


AFCO - LITE 
CORPORATION 


A complete line outdoor and indoor lampholders, 
yardlights, open floodlights, and brooder lamps 








STAR- A 
ELECTRIC MANUFACTURING CO. INC. 


A complete line wiring devices, extension and 
cord sets, switches, receptacles and specialties 


SUNBEAM 
ELECTRIC MANUFACTURING CO. 


A complete line of competitive incandescent, 
circline, and industrial fluorescent fixtures 


RAYLITE 
ELECTRIC CORPORATION 


A complete line of Christmas lights, decorations, 
and specialties. Paramount trade mark. 


DOMINION 
ELECTRIC CORPORATION 


A complete line table appliances, fans, irons, 
and traffic appliances. Our territory: La., Miss., 
and W. Tenn. Fans only in Fla 














Sold Thru Wholesalers Only 


JULES J. DREYFUSS’ SONS 


ELECTRICAL FACTORY AGENTS 
324 PETERS ST., S.W. | 1820 N.W. FIRST AVE 
ATLANTA 3, GEORGIA MIAMI 36, FLORIDA 
MAIN 6886 PHONE 2-6736 











Underfloor duct 
(Continued from page 21) 


Rare is the installation that can 
be looked upon and remembered 
with complete satisfaction. 

The State Electric Company, of 
Fort Worth, has achieved this 
rare satisfaction by using an old 
product in a new way. Underfloor 
raceways were used with excel- 
lent results on the huge printing 
presses installed for The Fort 
Worth Star-Telegram. 

Conduit was curved in from 
overhead where it was inconspi- 
cuous among the many wireways, 
ventilating ducts, and pipes ‘of 
various kinds. Connections were 
made from the conduits to the un- 
derfloor raceway systems mount- 
ed on the presses themselves. 
From there on it was easy. 

Junction boxes were convenient 
and integral with the raceway. 
Switches were attached directly 
to the raceways. Holes were cut 
and couplings were brazed on the 
raceways directly in line with de- 
sired connections. 

“At one place on each press a 
self-coiling wire reel was attach- 
ed directly to this raceway and 
thence to a movable switch that is 
positioned according to the length 
of the roll of newsprint paper. 

Every part and every connec- 
tion, when finished, appeared to 
blend in with the machine. And 
for once, the wiring and raceways 
looked as though they belonged. 

Fred Schmidt, owner of State 
Electric Company, said that he 
and his brother, Leo, who was 
superintendent of the installation, 
visited several installations of 
similar presses in various cities 
in the East before they began the 


installation here. 

“In each instance,” Mr. Sch- 
midt said, “the conventional 
methods were used. And in each 
instance the result was cumber- 
So we worked this out in 
an effort to harmonize the wiring 
with the other equipment, and in 
an effort to cut costs. 

“We were successful in cutting 


some. 


costs, and I hope we were success- 
ful in improving the over-all ap- 


pearance.” 








DO YOU KNOW THAT.. 


(Patented) 


FAST@LOK (The original) adjustable 
BAR-HANGER with “SNAP- 
ON” stud was designed 
and developed by a con- 
tractor for progressive-mind- 
ed contractors. 
FAST@LOK Because of its immediate 
acceptance by the trade has 
already been imitated! 
FAST@LOK '!s nevertheless the only BAR- 
HANGER of its type that 
is honestly “TIME SAVING” 
in installation. 
FAST@LOK Does not require disassem- 
bly and reassembly to fas- 
ten on the box. 
FAST@LOK Only requires the removal 
of the knock-out in any type 
outlet box — “SNAP-ON” 
over the stud — That's all! 


INSIST UPON FAST®LOK FOR 
FASTER INSTALLATIONS 
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Compare for Price — for Quality - 
for Service, and You'll Choose 


NATURUITE Fluorescent Fixtures 


Reg. U.S. PAT. OFF 


1035 Firestone Bivd., Memphis, Tenn. 


@ Still Delivering on Prompt Schedule 
@ Write Today for illustrated Catalog No. 51 


LIGHT & POWER UTILITIES CORPORATION 


175 5th Ave., New York 10, N. Y. 





your copies. 


Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


“Handbook of Residential 
“Handbook of Farmstead Wiring 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 
dress, and remittance at once to make sure of getting 


Wiring Design” and 
Design” sum- 


ELECTRICAL SOUTMU 
806 Peachtree St., N. E. Atlanta 5, Ga. 


Southern Representatives: 
eC. K. Ramond @ Bob Kuzell @ R. Marion Picard 
301 Bellaire Drive 639 Whitehall St.,.N.W. Box 2523 
New Orleans, La. Atlanta, Ga. Charlotte, N. C. 
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Household and Commercial Appliances ' Television 





DON’T FORGET THE CUSTOMER—And Associated Stores, Inc., 
of Florida, certainly didn’t when they designed this attractive 
Miami store. Features include excellent lighting, numerous 
models connected for demonstration, a serve yourself record sec- 
tion, and convenient record playing equipment. (See pg. 72) How to Overcome a Business Decline . . 


IN THIS ISSUE 


Ceiling Prices for Services 


Free Enterprise or Safe Enterprise ... . 








DOMINION’S POPULAR "GRID-O-MATIC”. . . 


arn FO bears rgo 


Webster's Dictionary Defined a Waffle . . 


“A soft but crisped, indented batter cake cooked in a waffle iron.” 


That 30 year old description of a waffle still holds probably but the waffle iron 
itself has come a long way during that period. 


Many would see little resemblance between the four legged waffle iron and 
Dominion’s sleek, handsome appliance which now delights thousands of home- 
makers. Not only tasty, exquisite waffles but many grilled goodies are possible 
by quickly reversing the same grids and utilizing the extra large cooking surfaces 
for toasted sandwiches, bacon and eggs, pancakes, etc. 

This sort of progress is apparent throughout the Dominion line. Appliances of 30 
years ago have been vastly improved many :ew ones added. Sales have 
zoomed steadily until Dominion is now recognized as one of the leading appliances 
lines. Loyal, competent distributors and dealers have played an important part. 
We're optimistic about the future! 


Available through reputable 
distributors across the nation. 


DOMINION ELECTRIC CORPORATION, MANSFIELD, OHIO 
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The Genuine Deeptreeze Freezer Compartment! 


Sure, there are lots of good refrigerators 
on the market. But you can tell your 
customers that only one—the new 
Deepfreeze Refrigerator— offers the gen- 
uine Deepfreeze Freezer Compartment 
that stores more than 50 lbs. of frozen 
food and actually keeps ice cream hard! 


Separate freezer shelf inside the 


Top Value 
Throughout! 





> 


@ ALUMINUM SHELVES! 

Easy to clean. Flexible ar- 
rangements provide maximum 
storage for all items, including 
gallon milk bottles, turkeys, 
large hams. There is a space 
and place for everything! 


@ TWO HIGH-HUMIDITY CRISPERS! 
Transparent—contents visible 
from above as well as from 
front. Keep more than a half- 
bushel of fruits and vegetables 
fresh and crisp. Slide in and 
out with a touch! 


@ FIVE-YEAR PROTECTION PLAN! 
One-year warranty on the re- 
frigerator— plus an additional 
four years’ protection on the 
hermetically sealed, depend- 
able mechanism. 

7 
Write us or contact your 
Deepfreeze distributor for full 
information on the valuable 
Deepfreeze franchise! 


freezer compartment holds ice cube 
trays and dessert tray. Below the 
freezer compartment is the insulated, 
full-width Frozen Storage Drawer that 
stores packaged frozen foods, meats, 
and quick-chills salads. 

Your customers want to know about 
these Deepfreeze advantages, together 


with the ones below. Pointing them 
out will lead to more sales and profits 
for you. 

The famous trade-name Deepfreeze 
alone is a potent selling “plus.”’ It is 
known the world over as the name of 
the /eaderinlow temperature appliances 
... the pioneer name in home freezers! 


“The Door that 
( Stores More” 





@ EGGSTOR — keeps eggs at your 
fingertips, yet protects them 
from breakage. 


@ BUTTER BOX — keeps butter 
ready to spread. Eliminates 
trying to spread hard butter 


@ HANDY JUGS exclusive with 
Deepfreeze! Hold juices or 
water ready for instant us 
No more fumbling with jars 
and makeshift covers. 


@ HANDY BIN—exclusive with 
Deepfreeze! Transparent! For 
storing small greens, fruits and 
vegetables that might get 
crushed in large crispers. Easily 
removed —just slip it out! 














@ BOTTLESTOR— Easy-to-reach 
storage of tall quart beverag« 
and milk bottles, 


1 pers roe Complete line of ied 9 to 11 cu. ft. 
There‘’s Only One Genuine Deeptreez 


Refrigerator 


i 2G. US Pat 


HOME FREEZERS © REFRIGERATORS © ELECTRIC RANGES © ELECTRIC WATER HEATERS 


All Products of Deepfreeze, North Chicago, Illinois 
© 1951, Deepfreeze Appliance Division, Motor Products Corporation 
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Specifications subject to change without notice. 
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‘CHROMALO 


electric range units 


take you Off the Hook 


with the RIGHT ANSWER to questions most prospects ask... 
\ Are the surface units economical to operate? 
V Are they fast? 
V Are they easy to clean? 
Vv Do they keep kitchen heat down? 
Vv How long will they last? 
Vv Is maintenance expensive? 
and PROOF to back you up 
Free Chromalox saeigyar gives you convincing, selling 
answers to prospects who ask about every detail of 
modern electric surface cooking. Make selling easier 


and faster by knowing all the Chromalox advantages 
and the neg of Chromalox design. 








t's easier to sell the best! Use 
this bulletin to point out all of 
the modern sa es-clinchin 





Chromalox-equipped ranges. 











And here’s a comprehensive 
24-page booklet that shows 
the way to more sales in the 
fast-growing electric range 
mar 











Write for YOUR COPIES TODAY! 


\ CHROMALOX Supreme 


for everything a good cook expects 


EDWIN L. WIEGAND COMPANY 
7600 Thomas Boulevard « Pittsburgh 8, Penna. 


C. B. Rogers, 1000 Peachtree St., Atlanta, Ga.; L. R. Ward Co., 2711 Commerce St., 
Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 
1519 So. Boston St., Tulsa 5, Oki ja.; W. R. Phillips, P. O. Box mg Raleigh, N. C.; W. BR 


Phillips Jr., 3125 Lamb Ave., Richmond 22, Va, 








Are You Making Use. 
of Our 


Reader Service? 


The editorial and business 
staff of ELECTRICAL SOUTH 
is eager to serve you. One 
way in which we can help you 
is to make it easy for you to 
draw upon the wealth of tech- 
nical and promotional ma- 
terial available from manu- 
facturers. 

In the accompanying pages 
are the descriptions of scores 
of useful catalogs, applica- 
tion information beoklets, and 
technical publications. These 
are available without charge. 

Check over the list of pub- 
lications available, circle the 
numbers of the ones you 
need, and mail the coupon 
to us with your name, title, 
company and address plainly 
written. We will tell each 
manufacturer to send directly 
to you the information you 


want. 


The staff of ELECTRICAL 
SOUTH will be glad to help 
you with other problems. They 
will obtain expert advice for 
you en both technical and 
business problems. The serv- 
ices of a number of consul- 
tants are available. Whether 
your problem relates to sales 
promotion, lighting or wiring 
layouts, applications of the 
National Electric Code, or 
equipment application, it will 


receive careful attention. 


Address your requests to: 
Reader Service 
ELECTRICAL SOUTH 
806 Peachtree St., NE 
Atlanta 5, Ga. 














Advertising Produces More Results 


in the Magazine 
that Reaches the Most People 


and MORE SOUTHERN 
RURAL FAMILIES 
READ FARM & RANCH- 
SOUTHERN AGRICULTURIST 


THAN ANY OTHER MAGAZINE 
— 


YOUR DIRECT LINE TO MORE BUSINESS CIRCULA TION GUA RANTEE 


IN THE ELECTRIFIED SOUTH... 1 290 000 
With approximately 2'/ million electrified | ] 
farm and ranch homes, the South is today’s 


greatest market for electrical equipment and Farm & Ranch-Southern Agriculturist 


appliances of all kinds. With more than a 


million electrified subscriber homes, Farm : 
& Reach-Seuthere Agricultertet cooches e Not only reaches more rural readers in the South and South- 


more wired homes than the foftal circulation west than any other magazine... 


in the South of any national magazine. The 
contact is positive—the results are positive e BUT it reaches the readers with the most dollars. . . 


... for products advertised in Farm & Ranch- 
nie Agriculturist! = e Because its circulation is keyed to Southern farm income. . . 


it goes where the dollars are. 


There is no safer rule...to get more sales, pick the 
magazine that has the largest circulation in your 
market. Write, wire or phone for the number of Farm 
& Ranch subscribers in any South or Southwestern 
county. Compare these figures with the second farm 
publication—and you'll be convinced! 


New York 17 Atlonia 3 Dallas 2 
122 E. 42nd St 410 Forsyth Bldg 2027'/) Young $ 
lamar 8811 Riverside 1181 
Farm ond Ranch MUrray Hill 5-6815 
Publishing Co [on | Simpson-Reilly, Ltd Simtpson-Reilly, Ltd 
318 Murfreesboro Road 9 318 Halliburton Bldg 


los Angeles 17 Son Francisco 3 
814 Central Tower 


Nashville 10, Tenn 333 N. Michigan Ave 1709 W. 8th St 703 Market St 
Telephone: 42-5511 Dearborn 2-5182 DUnkirk 8-1179 Douglas 2-4994 
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Gu {ne and youll agree they be 


The MOST © 
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Sales-exciting 
Gas & Electric 
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“BROILING-OVER- Gass!” — 
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KALAMAZOO 


GOLDEN JUBILER Mee Arcee 


superspeed 


“CAS and ELECTRIC” oes 


RANGES! 


A completely fresh and 
different concept in range 
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One of America’s 


Leading Lines 


For your exclusive line... your 





first line...or second line... 


JACKSON 


will make money 


sili for you 


Underwriters Laboratories 
Inc. 


3 GREAT TABLE-TOP SERIES, beautifully finished in 
gleaming white with heavy gauge galvanized tanks 
Protected by 2 inches of insulation—30 and 40 gallon Take your pick or take all of them—each of 


capacities. 238/240 Volts A. C. on'y. the water heaters shown here is a leader in 





its field and a sure-fire profit item. 

fh The Jackson line offers you a wealth of 
sales features that mean business for you 
because home owners like the safety, effi- 
ciency, and durability built into these hand- 
some water heaters. Whether it is a round 
model or counter style, each heater offers 
advantages to home planners that make 
them ready sellers. 


Get full information NOW 
Phone, wire or write for 


r-=1 details on these heaters 


and the Jackson franchise. 

















Seraeea Tic ELECTRIC ROUND WATER AUTOMATIC GAS WATER HEATERS in 
HEATERS in 6 sizes from 10 to 80 gallon 20 and 30 gallon capacities both pro- 
capacities. Fully insulated, with white tected by aut tic safety feat and Approved b 
enamel jackets. 230/240 Volts A. C. only. enclosed in beautiful white jackets. Fully PP _ oe —_ 
insulated with high burner efficiency. American Gas Association 


W. L. JACKSON MFG. CO. | J.A. LLOYD FACTORY SALES AGT. 


1222 East 40th Street Warehouse Stocks Carried 


CHATTANOOGA. TENNESSEE 375 Whitehall St., S.W. 2506 Lucena Street 
ATLANTA, GEORGIA CHARLOTTE, N. C. 
Telephone WAlnut-6248 Telephone 5-8258 
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(Additional items will be found on pages 5, 7 and 67) 


2004—Air Conditioning Equipment. New Bulletin No. 
3158-B, “Central Air Conditioning Equipment,” contains com- 
prehensive information on this type of equipment along with 
charts, specifications, and maintenance instructions. The bulle- 
tin has been released by Buffalo Forge Co., P. O. Box 985, 
Buffalo 5, N. Y. 


2010—Water Heaters. An illustrated tolder describing Bell 
Water Heaters and the ten-year guarantee and warranty is avail- 
able from Adacar Mfg. Co., Napier Field, Dothan, Ala. 


2012—Room and Unit Heaters. Electromode Corp., 45 
Crouch St., Rochester 3, N. Y., has announced two new cata- 
logs, each of which contains descriptions, complete specifica- 
tions, illustrations of the units, and shows typical installations, 
as well as other helpful information concerning heatin 3 elec: 
tricity. Catalog EC-62 is the industrial catalog, and No. EC-63 
is the domestic catalog. 


2014—Hot Water Heaters. Informative and well-illustrated 
data are available from M. M. Hedges Manufacturing Co., Inc., 
Chattanooga, Tenn., on their line of Mertland Automatic 
water heaters. 


2018—Electric Fans. A 28-page, profusely illustrated booklet 
describes in complete detail, this company’s line of fans. 
Booklet available from Emerson Electric Manufacturing Co., 
8lst and Florissant Ave., St. Louis 21, Mo. 


2022—Window and Attic Fans. A four-page catalog piece 
———- illustrated and containing descriptive information on 
the new low cost “all in one mal window and attic fans 
has just been released by the Viking Air Conditioning Corp., 
5601 Walworth Ave., Cleveland 2, Ohio. Illustrations of auto- 
matic ceiling shutter and automatic electric timer are included. 


2024—Electric Water Heaters. New specification sheets are 
now available for a full line of cylinder and table top models, 
featuring the Water Hotter, from the White Products Corp., 
Middleville, Mich. 


2028—Fans. Catalogs Nos. 863 and 864, just issued by Chel- 
sea Fan & Blower Co., Inc., 639 South Ave., Plainfield, 
N. J., include descriptive copy, specifications, dimensions, photo- 
graphs, etc., of a full line of s for residential, commercial, 
and industrial uses. These catalogs include information on 





17 types of ventilating and comfort cooling equipment varying 
in size from 12 inches to 60 inches. 


2030—Electric Fans & Drills. Signal’s complete line is shown 
in a new catalog just off the press, featuring a wide variety of 
desk, pedestal, exhaust, and vent fans. Literature on drills, tele- 

raphic equipment, and motors is also available from the Signal 
Electric Mfg. Co., Menominee, Mich. 


2034—Electric Flat Irons. Full information on American 
Beauty Electric Flat Irons in a weight, a shape, a size for house 
hold, as well as every industrial and manufacturing use, is avail- 
able in literature from the American Electrical Heater Com- 
pany, 6110 Case Ave., Detroit 2, Mich. 


2038—Murray Ventilating Fans. A set of specification sheets 
is available describing the Murray line of fans, including 20 and 
24 inch window fans and vertical and horizontal ventilating fans 
H. C. Biglin Co., Inc., 177 Harris St., NW, Atlanta 3, Ga., is 
exclusive sales agent for the line which is manufactured by 
Murray Co. of Texas, Inc. 


2040—Electric Blowers and Exhausters. Bulletin 3014-D de 
scribes Types “E” and “RE” Buffalo blowers and exhausters, 
nated by Buffalo Forge Co., P. O. Box 985, Buffalo 5, 
N. Y. Characteristics of the blowers, graphs, charts including 
capacities and static pressure, and exact dimensions are all con- 
tained in the 8-page folder. 


2042—Window Fans. Meier — £. Machine Co., Inc., 
3525 E. Washington St., Indianapolis 7 , have available the 
following catalog sheets: Form 507, nck so and illu 
strates each of their five Nu-air Windofans; Form 2208, de 
scribing and illustrating three three-blade and one four-blade 
Nu-air Quiet Propellers; and Form 2209, which illustrates the 
Nu-air Windofan No. RW 240 or RW 200. 


2046—Household Electrical Appliances. Dominion Electric 
Corp., 120 Elm St., Mansfield, Ohio, offers catalog information 
and detailed specifications on a complete line of table appliances, 
called “Family Favorites.” 


2056—Radiant Heaters. Edwin L. Wiegand Co., 7500 Thomas 
Blvd., Pittsburgh 8, Pa., has prepared a portfolio of Chromalox 
Radiant Heater Application Reports. In addition, the portfolio 
includes catalog s oats and technical data on the Chromalox 
“RAD” heaters. 





ELECTRICAL SOUTH, 
806 Peachtree St., NE 
Atlanta 5, Ga. 


Gentlemen: 


Please send me the bulletins and catalogs indicated. 
(Print Plainly) 





Cirele numbers below. Bulletins and 
catalogs will be mailed promptly. 





2004 2010 2012 2014 2018 
2022 2024 2028 2030 2034 
2038 2040 2042 2046 2056 
2058 2064 2066 2070 2072 

2080 2088 2090 

2098 2100 2102 

2108 2110 2112 

2118 2120 2122 

2128 2130 2132 
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GREAT NEW ZER-0-STORS ARE 
THE BIG SHOW IN FREEZERS 


NX spain ee 


™ 














. ——! 
FEATURING NEW CAPACITY 
COMPACTNESS and CONVENIENCE 


THAT’S A HIT WITH EVERY PROSPECT 


Tuineesn ns ann a 











Model FR-1181 
Capacity 18.1 Cu. Ft. 


Each of these great Zer-O-Stor Freezers offers competitive 
advantages in their size and price class—together they pro- Model F-1130 
vide the finest step-up program in the industry. In the Copocity 13 Cu. Ft 
Freez-R-Ator you offer the only freezer with a built-in refrig- ; 
erator. The big 15% cu. ft. freezer section stores over 500 Ibs. Starring the 13 cu. ft. Zer-O-Stor with the new 100 Ib. 
of frozen f and incorporates every deluxe feature. The Quick Freeze Compartment. This new 13 cu. ft. Cool- 
244 cu. ft. refrigerator compartment has a score of uses to erator Freezer stores 450 lbs. and is crammed with 
supplement the regular refrigerator. features that are easy to see—easy to demonstrate— 
and easy to sell. The Quick Freeze Compartment 
stores approximately 100 lbs. and permits the quick 
freezing of fresh foods before placing them in the 
storage section. In addition to sectionalized baskets 
for fingertip convenience it also incorporates a handy 
Basket Tray for storing small articles above the reg- 
ular trays —Finger-Lift No-Drop Lid—Automatic 
ight—Convenient Temperature Sena and a score 


SS SES of other deluxe features. 
— And a “Leader” to Advertise in this 10% cu. ft. 
Zer-O-Stor. Priced, featured and styled to spearhead 
your freezer promotion, this Coolerator Freezer incor- 

rates many of the deluxe features found in the larger 
Ver-O-Stor reezers including sectionalized storage bas- 
kets, no-drop lid, automatic interior lighting, convenient 
temperature control and beautiful exterior styling. As 
is the case with all Coolerator Zer-O-Stor Freezers, de- 

ndability and satisfaction are assured by the 5-Year 

arranty on the Zerolator mechanism and a generous 
Food Protection Plan. As the first step in your biggest 
year in freezer sales, call your Coolerator Distributor 
today for complete information. 

















__ or 
sa phedal #1105 THE COOLERATOR COMPANY 


Capacity 10% Cu. Ft. Duluth, Minnesota » Chicago Offices —11-107 Merchandise Mart 


REFRIGERATORS, RANGES AND FREEZERS 
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2058—Exhause Fans. A new Emerson-Electric Exhaust Fan 
catalog, illustrating and describing in detail this line of fans for 
of buildings, is offered by the Emerson Electric Mfg. 

Co., 81st and Flurissant Ave., St. Louis 21, Mo. 


2064—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
log of Zephair fans has been made available by the Hunter 
Fan & Ventilating Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


2066—Shutters & Dampers. A 12-page catalog (No. 46) is 
available from the Elgo Shutter Mfg. Co., 2738 W. War- 
ren Ave., Detroit 8, Mich., describing the 17 different types of 
shutte rand dampers manufactured by them, and as used in 
cennection with ventilating and air-conditioning installations. 


2070—Zephair Fans. Hunter Fan and Ventilating Co., Inc., 
400 So. Front St., Memphis, Tenn., offers a new 8-page cata- 
log containing detailed information on the Hunter Zephair 
Fans, for home and industry. 


2072—Reed Unit-Fans. Two new 8 page booklets on unit-fans 
have been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. Material included in these booklets 
covers design, accessories and installation of the Reed window 
and attic fans respectively. 


2078—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills. Home Appliances—Pressure Quick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


2080—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table 
top heaters. 


2088—Air Circulators. Vornado’s complete line for 1950 pre- 
sented in a four page, three color catalog sheet (Form 9060) 
includes a wide variety of desk, pedestal, tabletop turnabout, and 
turnabout window fans. Also available is a descriptive folder 
on Vornado’s new turnabout casement window fan (Form 9082). 
= O. A. Sutton Corporation, 1812 West Second St., Wichita, 
nsas. 


2090—Fan Blade & Baffle Outfit. An illustrated catalog page 
describing their Knock Down Fan Blade & Baffle Outhit has 
been announced as available from S. J. Stewart (Electric), 527-31 
St. Joseph St., New Orleans 12, La. 


2092—Air Circulators and Window Fans—The Complete Line 
of Kisco Floor Model Air Circulators and Portable Window 
Fans for 1951 is illustrated and described in a series of two- 
color catalog sheets and envelope stuffers available to the trade. 
A Special Sales Manual containing product and sales informa- 
tion is available for use by Dealers handling Kisco Products. 
Kisco Company, Inc., 2400 Dekalb St., St. Louis, Mo. 


2094—Marquette Refrigerators. Informative catalog pages and 
specifications are available from Marquette Appliances, Inc., 307 
. Hennepin, Minneapolis, Minnesota. 


2098—Marquette Electric and Gas Water Heaters. Twenty- 
three models assure a water heater for every need. A four-page 
folder explains the features of the Marquette water heater 
and may be secured through Marquette Appliances, Inc., 307 E 
Hennepin, Minneapolis, Minnesota. 


2100—Marquette Electric Ranges. An individual catalog and 
specification sheet is available on each of the four popular 
a range models from Marquette Appiiances, Inc., 307 
E. Hennepin, Minneapolis, Minnesota. 


2102—Marquette Gas Ranges. Five beautiful models coverin; 
the entire desires of any housewife featured in color and wit 
individual specifications and catalog pages may be secured from 
Marquette Appliances, Inc., 307 East Hennepin, Minneapolis, 
Minnesota. 


2104—Marquette Home Laundry Equipment,—Includes Wash- 
ers, Dryers, and Ironers. For well-illustrated catalog pages that 
bring out the features and selling points of this popular priced 
laundry equipment write to Marquette Appliances, Inc., 307 E 
Hennepin, Minneapolis, Minnesota. 
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2106—Fan and Centrifugal Blowers. Catalog No. 513-B. 
Vital specifications 1950-Fresh-Air Maker Fans-Hy Duty Cen- 
trifugal Blowers. Attic, Portable, Window, Exhaust fans. Single 
and double inlet blowers. Ventilating Division-Schwitzer-Cum- 
mins Co., 1125 Mass. Ave, Indianapolis, Indiana. 


2108—Household Refrigerators, Farm and Home Freezers, 
Electric Ranges. Complete information regarding Coolerator 
space-saver “motor on the back” refrigerators, a revolutionary 
new combination freezer-refrigerator and automatic seven heat 
ush-A-Button electric ranges. Write Coolerator, Duluth 1, 
{innesota. 


2110—Select-A-Range. Landers, Frary & Clark, New Britain, 
Conn. Eight page folder giving full information on Universal’s 
revolutionary new Select-A-Range with the Convenience Level 
Oven. [Illustrates various parts of range; six Royal Barry Wills 
kitchens and tells how to install it. 


2112—Oil Heaters. An elaborate colorful 16 page catalog, 
entitled “Nescontrol Heating” describing and illustrating the 
complete Nesco line of Fuel Oil Heaters and Kerosene Heaters, 
is available from the National Enameling and Stamping Com- 
pany, 270 N. 12th St., Milwaukee 1, Wis. 


2114—Electric Heataires. A new, colorful, twelve-page booklet 
from Markel Electric Products, Inc., 145 Seneca St., Buffalo, 
N. Y., unveils a complete line of wall-attachable, well-recessed, 
and portable heaters. MHeetaire models for every room in the 
house and other applications are described. 


2116—Replacement Heating Units—For electric water heaters 
Information on the complete line of various wattages, voltages, 
and shapes of water heater units of the Immersion Type can 
be obtained by writing to Tuttle & Kift, Inc., 825 N. Monitor 
Ave., Chicago 39, Illinois. 


2118—Electric Fans—Robbins & Myers, Inc., Springfield, Ohio 
offers an attractive, 20-page illustrated catalog covering out- 
standing features, design Tetails, and performance ratings of 
R & M domestic, commercial and industrial fans for 1950. 
Special material available covering new 10” and 12” desk fans. 


2120—Everhot Electric Housewares—Colorful literature and 
full information is available showing the complete line of Ever- 
hot Electric Housewares including Roasters and their accessories, 
Roasterettes, Heater and Heater Fans, Rangette and Electric 
Blankets. ‘This literature lists specifications and is available from 
Swartzbaugh Mfg. Co., 1336 W. Bancroft St., Toledo, Ohio. 


2122—Surface Heating Units—For electric ranges. Com- 
plete information on fitting the famous TK Monotube Elec- 
tric Range surface heating units into all types of electric ranges 
can be obtained by requesting the replacement manual from 
Tuttle & Kift, Inc., 1825 N. Monitor Ave., Chicago 39, Illinois. 


2124—Evaporative Air Coolers—Home and commercial. Essick 
Manufacturing Company, 1950 Santa Fe Avenue, Los Angeles 
21, California, offers its complete line of eighteen models, rang- 
ing from 1500 CFM one room fan type coolers to 12,500 CFM, 
industrial building coolers. Featured this year is the Revolu- 
tionary “Pour-In’’ type, completely self contained washed air 
room cooler. Write for Sastier information. 


2126—Attic and Window Fans. A 14-page folder illustrating 
and describing Bar-Brook fans is available from Bar-Brook Mfg 
Co., Inc., 6135 Linwood Ave., Shreveport, La. List price and 
suggested net-dealer cost schedules are also included in the folder 


2128—Trade School. An attractive illustrated bulletin is avail 
able from the Commercial Trades Institute, 200 So. 20th St., 
Birmingham, Ala. It outlines the courses covering air condi 
tioning, refrigeration, electricity and appliances and shows the 
modern shop and laboratory equipment available to students 


2130—Chromalox Range Units. A 16-page catalog of Chro 
malox Electric Range Units and replacement immersion heaters 
for domestic hot water heaters is available from Edwin L 
Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, Pa. Designated 
as Bulletin RU-149, the booklet is a comprehensive guide to 
profitable range and water heater modernization business. Proper 
units for ranges and water heaters of all makes are listed in 
tabular form. 


2132—Industrial Fans. Circulators & Devices announces the 
publication of their new, up-to-date 1951 catalog illustrating 
their complete line of ventilating equipment, including Pedestal, 
Wall & Ceiling fans, Attic Fans, Exhaust Fans, new reversible 
window fans, blowers, shutters, etc. Write to Circulators & 
Devices, 128-168-32nd Street, Dept. S. B. Brooklyn 32, New 
York, for your free copy. 
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INDUSTRY NEWS 


BRIEFS 


GOVERNMENT 


REGULATIONS 





Congress halts 
price rollbacks 


@ GOVERNMENT controls on 
prices, wages, rents and credits 
were extended by Congress just 
a few hours before they were due 
to expire. The law signed by the 
President on June 30 extends the 
controls for a 31-day period, dur- 
ing which time Congress will re- 
examine the entire subject. 

The 31-day extension of the 
controls, however, carried with it 
a prohibition of any price roll- 
backs. This prohibition will pre- 
vent the Office of Price Stabiliza- 
tion from carrying out the manu- 
facturers’ price control orders 
such as CPR-22, CPR-30, etc.. 
which provided for price roll- 
backs in some instances and price 
increases in others. The effect of 
these orders was to put manufac- 
turers back on a_ pre-Korean 
price basis plus increases in la- 
bor and material costs that have 
been experienced since. 

A few hours after the control 
extension bill was passed, OPS 
issued an overriding regulation 
freezing all manufacturers’ prices 
as of June 30. Some manufac- 
turers may have already estab- 
lished revised prices under the 
manufacturers’ pricing orders, in 
' which case the revised prices are 
' now frozen. Most of these regula- 
_ tions, however, were to become 
effective July 2. The effect of the 
overriding order will be to simply 
) hold all manufacturers’ prices to 
_ their values as of June 30. 

No changes have been made in 
the distributor price regulations 
such as the retail markup regula- 
tion CPR-7, or the services regu- 
lation CPR-34. 


- Effect of new order 


No one can anticipate just what 
Congress will do to the control 
powers of the administration. 
One of the immediate results, 
however, of the prohibition of 
rollbacks is to penalize any 
manufacturer who obeyed re- 
quests to voluntarily withhold 
price increases in the period just 

price controls. went into 
effect. These manufacturers had 


their prices frozen at such volun- 
tary levels when the general price 
control order came into effect, 
and for the time being, they are 
now denied the legitimate in- 
creases which they may have 
been eligible to receive through 
CPR-22, CPR-30, etc. 

On the other hand, manufac- 
turers who paid no attention to 
the call for voluntary price con- 
trol, but raised their prices to the 
limit that the market would 
stand, had their prices frozen at 
these high levels by the general 
price freeze, and the action of 
Congress in forbidding price roll- 
backs makes it impossible for 
OPS to roll these prices back to 
fair levels. Some observers be- 
lieve that the whole trend of 
events has been such as to put a 
high premium on patriotism and 
voluntary compliance with the 
government’s program for de- 
fense. 


Ceiling price 
posting required 
@ As or Juty 1, 


household furnishings, house- 
wares, radios, and a great variety 


retailers of 


of other products covered by 
CPR-7 are required to have sell- 
ing prices on or near all such 
goods, and such displayed prices 
must always be at or ‘below the 
legal ceilings under OPS regu- 
lations. 

Smaller retailers in these items, 


doing a limited gross volume of 
business as specified in the regu- 
lation, may elect to price under 
the General Ceiling Price Regu- 
lation, rather than CPR-7. These 
dealers are not required to mark 
prices at or below ceilings, but 
they must not sell at prices high- 
er than they charged in the base 
period, Dec. 19 to Jan. 26, 1951. 

Retail service establishments 
operating under CPR-34, such as 
radio and appliance repair shops, 
etc., must post their ceiling prices 
for all customers to see. Each 
firm prepares its own posting 
chart. These posted prices were 
required to be on display by 
June 15. 


Consumer durable 
goods order 


@ THE vusE of copper, steel and 
aluminum in consumer durable 
goods is affected by Order M-47a 
issued by the National Produc- 
tion Authority, which became ef- 
fective July 1. 

The order relaxes some of the 
prohibitions on the use of these 
metals but makes cuts for many 
users in the third quarter of the 
year. One important part of the 
new order will cut sharply into 
materials used by manufacturers 
of radios, television receivers, 
and major appliances. Under pre- 
vious NPA orders, there were no 
restrictions on manufacturers on 
the use of parts made by others 





Sales Trend 


LION 


RETAIL RADIO. HCUSEHOLD APPLIANCE DEALERS 


Estimated Total Sales 





Sales of retail radio 
and appliance dealers 
were estimated at 216 
million dollars during 
April, 1951, by the U. 
S. Office of Business 
Economics, a_ decline 
of 43 million dollars 
from March, 1951. The 
April, 1951, sales were 
27 million dollars less 
than sales reported in 
April, 1950. The chart 
shows the monthly 
sales for 1950 and 
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Food és our mast powertul weapon / 





SAVES LABOR 


Farm and Home Food Freezers CONSERVE FOOD 


A half-million more 9 would i 





rural storage capacity 25%. 


Farm and Home Food Freezers CONSERVE LABOR 


g man pping trips and much meal-preparation time, 
they free housewives to do essential defense work. 


Farm and Home Food Freezers CONSERVE TRANSPORTATION 


Five railroad cars are required to transport the same quantity of fresh vegetables that 
can be shipped in one car in frozen state. 


Farm and Home Food Freezers CONSERVE STEEL 


The 1,600,000,000 pounds of frozen foods packaged in 1950 would have required tremendous 
quantities of steel to process by canning. 





The huge plonts of 
Deepfreeze, North Chicago, 
Wlinois, ore dedicoted 

to the conservation of food, 


THERE’S ONLY ONE GENUINE 
labor, transportation, and 


Deepireeze == 


FARM AND HOME FREEZER |“ 


©Deepfreeze Appliance Division, Motor Pro ‘ucts Corporation, North Chicago, Illinois 
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SAVES TRANSPORTATION 








Read These Vital Facts: 


Home freezers preserve meats 
vegetables, and fruits in all 
their natural, vitamin-rich 
goodness for a long time. They 
stimulate production and re 
duce waste. If urban centers 
should be evacuated, present 
rural cold storage capacity can 
hold only a nine-day supply 
of food for the nation 


Labor is saved because food 
can be frozen with far leas ef 
fort than is required for other 
methods of preservation 
Home freezers save shopping 
time because they hold several 
months’ food supply. Com 
plete frozen meals kept in a 
home freezer mean hours saved 
for the housewife 


One car of frozen poultry 
equals two cars of live poultry 
Shopping trips avoided mean 
a considerable saving in gas 
oline, oil, and rubber 


One pound of steel is required 
to produce only 444 domestic 
size food containers. Frozen 
foods do not require the use 
of steel or any other critical 
materials for packaging 


Food, labor, transportation 
and steel are vital to national 
defense. In aiding their con 
servation, farm and home food 
freezers—and the dealers who 
sell them—are performing an 
essential service, a service to 
be proud of. In the national 
interest, production of farm 
and home food freezers should 
be expanded 














and purchased by the manufac- 
turer for use in his products. 
Thus, previously, the control was 
at the fabricator’s end rather 
that at the manufacturer’s end. 
Under the new order, a manufac- 
turer of these products must in- 
clude all purchased parts in figur- 
ing the metal used in the end 
product, which will cut down to- 
tal production considerably in 
many instances. 

Although the order cuts back 
the amounts of the three strategic 
materials which a manufacturer 
can use in the third quarter of 
1951, it allows him leeway in his 
use of the materials. Thus a 
manufacturer can decide how 


much of the available copper he | 


wants to use in radio, how much 
in TV, etc. 


Consumer credit 
controversy 


@ Last montuH in this depart- ' 


ment it was reported that there 
was not much chance of the Fed- 
eral Reserve Board relaxing 
consumer credit restrictions un- 
der Regulation W. Now it ap- 
pears that Congress may enter 
the controversy. 

The House Banking Committee 
voted recently to reduce down 
payments and maximum install- 
ment selling terms for many 
items covered by Regulation W, 
including major appliances. For 
example, the House group voted 
to make the regulation terms on 
such items as ranges, dishwashers, 
washing machines, radio and TV 
sets, etc., 15 per cent down with 
18 months to pay instead of the 
present terms of 25 per cent down 
and 15 months to pay. 

_ Of course, this is only indica- 
tive as to what congressional 
leaders are thinking and does not 


in any way change the Regula- 
tion. 


FRB reports who 
plans to buy what 


@ Consumer purchasing plans 
have just been surveyed by the 
Federal Reserve Board for the 
last half of 1951. The FRB report 
indicates that consumer purchas- 
ing of radio and TV sets and 
home appliances is likely to be 
on a smaller scale than during 
the first half of 1951 or the last 
half of 1950. 

The Board found that unless 
there is a recurrence of the scare 
buying that followed the out- 
break of the Korean war, pur- 
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“What'll that efficiency expert think of next? 
Putting the hands on again at five o'clock!” 








- chases will follow the pattern 
that preceded the conflict. For 
the most part durable goods pur- 
chases will be less in the last half 
of 1951 than in the immediately 
preceding six months, or in the 
last six months of 1950. There 
appears to be a rising demand, 
however, for radios. 


How retailers share 
co-op promotions 


@ THE Huntinctron (W. Va.) 
Retail Merchants Association has 
adopted a resolution which will 
bill members on a pro-rata basis 
for the expenses of such co-op- 
erative merchandising promotions 
as dollar days, the annual spring 
and fall openings, and similar 
yearly events. 

W. S. Hathaway, association 
president, said the pro-rata mea- 
sure contains five points: 

(1) Annual gross sales figures 
for the previous year for each 
merchant will be secured as a 
basis for equalizing assessments. 

(2) An invoice will be made 
upon the basis of 20 cents per $1,- 
000 of gross sales and mailed on 
June 1 to each member who will 
be expected to benefit from the 
promotions. 

(3) The merchants will be giv- 
en the option of paying the in- 
voice annually or semi-annually. 

(4) The invoice will be accom- 
panied with a detailed budget and 


program of events, together with 
an explanatory letter. 

(5) Each member of the board 
of directors will be charged with 
the duty of securing the largest 
possible participation. 


Summer market 
in review 


@ THe 1951 Summer MARKET at 
the American Furniture Mart, 
in Chicago, set an all time high 
in the introduction of new styles, 
new lines and new designs. Sell- 
ing and booking of orders settled 
into a more competitive pattern 
than at any of the postwar mar- 
kets, and industry leaders label- 
led the activity “cautious and se- 
lective.” 

Most manufacturers came to 
the market anticipating a tem- 
porary buying dip; most of these 
reported that buying actually ex- 
ceeded their expectations. 

After last January’s record 
buying spree in anticipation of 
material shortages which did not 
develop, dealers and their buyers 
came to the market with large 
inventories back home on their 
shelves—in most lines. Manufac- 
turers, well aware of the heavily 
laden stockrooms at the dealer 
level, made special efforts to 
dress up their lines, and for the 
first time in years revived their 
former aggressive selling and 
merchandising programs. 
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THERES NOTHING WRONG WITH 


TV SALES that YV#F wont cure- 
and Zenith has provision for it ! 


Simply place 
this strip into this 
Turret Tuner 


Zenith TV sets 


remember... 

with UHF on the way, 

the goodwill of your 
customers is at stake. 

The sets you sell today, 
they'll expect to use tomorrow. 
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More TV stations... more TV programs 
.and better-than-ever television 
entertainment! With all this on the way 
—and TV inventories at an all-time 
high—you've plenty of reason to put 
UHF to work making sales for you. 
And Zenith alone guarantees that 
every television set it has ever built and 
sold to the public has built-in provision 
for tuner strips to receive the new UHF 
channels without a converter. 


...and tune in 
the new 
UHF station! 


Tie-in with this sales-making bonus! 
And start boosting this coming new era 
of television entertainment today . . . 
using Zenith’s provision for UHF to 
build more sales, greater profits for you 
—now, and in the days ahead! 

Learn the facts on UHF by writing 
today, now, for your free copy of Zenith’s 
easy-to-read booklet titled “UHF Tele- 
vision—What It Is—What It Means 
To You.” Mail this coupon now! 


Sliema) 


ZENITH RADIO CORPORATION 
6001 West Dickens Avenue, Chicago 39, Illinois 


Please send your free booklet “UHF Television 
ls . . . What It Means To You.” 


onan an en aban anenenananarat wal 
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Hiow to plan your store 


with the customer in mind 


Service and convenience are two features of this Florida store 


by Minnette Lake Warren 


PERATION 
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@ “Berrer service for the cus- 
tomer” was the formula followed 
by Associated Stores in the out- 
standing remodeling job on their 
Miami store. Operated as the 
Chalmer’s Music House for sev- 
eral years by the Associated group 
which maintains headquarters in 
Tampa, Fla., this television, re- 
cord, and radio dealership experi- 
enced a complete metamorphosis, 
right before the eyes of the Miami 
public. 

The Chalmer’s store was ac- 
quired about seven years ago. The 
trend away from pianos, violins, 
and sheet music was not imme- 
diately in evidence. 

The new concern carried a com- 
prehensive line of refrigerators, 
ranges, and allied merchandise; 
but it was in addition to the mu- 
sic stock. 

Not until this year did the 
transformation become absolute. 
Associated “went modern.” 

When it emerged from an ex- 
tensive rejuvenating process, tele- 
vision occupied the center of the 
stage, musical instruments had 


been entirely closed out, and the 
store became an outstanding elec- 


trical appliance house. 

Preparations for the new status 
included a $75,000 remodeling job. 
Today, the front of the store is 
just 15 feet wide. It is all glass, 
with no background to the win- 
dow—which permits a full view 
of the interior. 

The window is activated by a 
continuous show of television sets 
in operation. Sound is furnished 
by a speaker built into the mar- 
quee. A special tape recording is 
provided with each change. 

The musical program is inter- 
polated by short announcements 
every ten minutes, describing the 
merchandise featured in the win- 
dow, and inviting spectators into 
the store to examine the entire 
display. 

This plan eliminates the use of 
signs and show cards. It fasci- 
nates window. shoppers, who 
throng outside all hours of the 
day and evening. As no announ- 
cer is in evidence, many of the 
spectators accept the invitation, 
and come in to make inquiries. 

Television is the center of at- 
traction each night. A big set 
operates constantly until 11:30, 
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The front window of Associated Stores, Miami, Fla., is all glass, 
and the store interior is plainly visible from the crowded business 


thoroughfare. 


The spacious record department has no counters. A novel turntable designed 
by Associated engineers enzbles the customer to try out records without 
going to a record room. Sound-proof ear-phones are also at his service. 


when it is turned off together 
with the lights, by the time-clock 
system. 

Charles McCarthy, genial and 
efficient manager, who has been 
with the Miami branch of Asso- 
ciated Stores ever since it was 
opened in 1945, describes the new 


“custom built, with the 
customer always in mind.” 

It is 110 feet long. A special 
feature is the multiple Jerrold an- 
tenna system that has been built 
into the walls and floor. 

Any television set can be turn- 

(Continued on page 95) 


store as 
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Farr better service 


.--A brand new idea in TV and appliance servicing 


and the merchandising of reconditioned sets and major appliances 


@ Towerrnc 100 FEET above 


® street level is a gigantic antenna 


tower. That mast, at Mort Farr’s, 
Marshall Rd. & Harrison Ave., 
Upper Darby, Pa., marks a brand 
new idea in television and elec- 
trical appliance servicing and the 
merchandising of reconditioned 
sets and white goods. It’s a serv- 
ice center and_ reconditioned 
trade-in showroom. 

Here servicing can be done in 
an environment designed for the 
skilled professional technician 
where he’s not handicapped by 
cramped, makeshift quarters in a 
part of a store. 

Here reconditioned merchan- 
dise can be shown on its own, not 
where is must compete with new 
stock; it doesn’t have to be given 
secondary position on the floor, 
or be suggested only when cus- 
tomers aren’t willing to pay for 
new merchandise. 

It’s sold for exactly what it is: 
used stock put in good working 
condition so that it will give 
years of service economically. 

The 12,000 square feet of space 


Editor’s Note: We don’t usually go 
outside the South for our feature 
articles on appliance merchandising 
and servicing, but we've changed 
our policy in this instance to bring 
you a description of one of the out- 
standing radio and TV service shops 
in the country, designed by Mort 
Farr, president of the National Ap- 
pliance and Radio Dealers Assn. 
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Exterior of the service building 
with its 100-foot antenna tower. 


could also be used for sub-con- 
tracting on electronic work if 
conditions necessitated it. 


Service shop 


A professional environment, 
designed to fit the needs of the 
serviceman so that he can work 
with maximum comfort and effi- 
ciency, was the goal in setting up 
the service shop. 

This room is 20 by 55 feet in 
size with windows along the 
length of the room 8 feet long 
and 8 feet apart. 

Work positions are so laid out 
that each technician is allowed 
his jown 8-foot section of the 
bench with 4 feet of window and 
4 feet of wall space. 

The bench is, like the floor, of 
3-inch-thick planking so that the 


heaviest of sets can be mounted 
on it without danger. 

There is leg space beneath the 
portions of the bench under the 
window, and a storage locker 
with sliding doors for each man 
under the other 4 feet of his work 
position. This part of the wall is 
mirror-lined so that he can view 
picture linearity while working 
on the back of a chassis. 

Above the mirror is a shelf 
on which he can keep the manu- 
als and service notes with which 
each technician is supplied by the 
store. 

To further encourage his use 
of this literature, a breadboard- 
type pull-out shelf beneath the 
top of the bench is installed on 
which he can rest his notes and 
manuals while working. 

A Jerrold distribution system 
feeds the incoming television sig- 
nal to a plug at each working 
position as well as to the display 
room where reconditioned sets 
can be shown in operation. One 
of the many original features of 
the service shop is the use of a 
three-position switch on the plug. 

This operates a pad which per- 
mits the stimulation of conditions 
under which the set will be oper- 
ated, a strong, medium, or weak 
incoming signal. That way the set 
can be adjusted for the specific 
location in which it is to be used. 

Other plugs are in the wall at 
the far end of the room, also 
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equipped with three-position pads 
so that sets being given opera- 
tional runs before going out to 
customers, life tests for new 
merchandise being considered by 
the store, or tests on intermittent 
sets brought in for repairs can be 
set up on a bench permitting ten 
sets to be operated at one time. 

This location can be viewed by 
all technicians in the room, per- 
mitting them to monitor the sets 
under their care without having 
to leave their benches. 

Large, mirror-fronted cabinets 
similar to those found in millinery 
stores are set against the wall op- 
posite the workbench. These are 
used for additional storage space 
and to permit viewing of tubes 
from the rear when consoles are 
being adjusted on the floor. 

There is also an island storage 
position for incoming and outgo- 
ing receivers and chassis when 
technicians are not working on 
them. 

All new sets are unpacked and 
tested in this shop and given a 
fuur- to eight-hour run-in before 
being sent out to customers. 


Stockroom 


One section of the shop is de- 
voted to a stockroom in which is 
kept an extensive inventory of 
tubes, parts, and sub-assemblies 
to speed service. This is kept 
locked at all times to facilitate in- 
ventory control. One member of 
the staff is responsible for issu- 
ance of materials and re-order- 
ing. 

Each technician is assigned his 
individual 18-inch by 18-inch 

(Continued on page 94) 


(Top) Close-up view of testing 
equipment provided at each serv- 
iceman’s work space. Test equip- 
ment must keep pace with TV and 
radio improvements. (Center) A 
very important piece of equipment 
for TV servicing is a large mirror 
which permits the serviceman to 
view the effects on the picture of 
adjustments that can only be made 
from the rear of the set. (Bottom) 
The arrangement of the service de- 
partment is such that each service 
man has approximately 8 feet of 
workbench space, half of which is 
wall space and half window space. 
The work bench itself is made of 
3-inch planks so that the heaviest 
sets can be placed upon it without 
danger. 
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MANAGEMENT 


How to overcome 


Two techniques adopted by this Texas dealer 


produced a $250,000 volume in 1950 


@ In a community of 16,000 peo- 
ple, the George W. Dutton Ap- 
pliance Company, of Greenville, 
Texas, has developed two tech- 
niques which in spite of bad 
crops and a 30 per cent decline 
in business for 1950, enabled the 
firm to finish the year with a 
total volume of $250,000. 

(1) Salesmen, operating singly 
in pick-up trucks, leave the store 
each morning loaded with mer- 
chandise and work the country 
territory. Their training has been 








such that seldom do any of them 
return with merchandise. 
(2) The combination service 


-and -reconditioning shop occupies 


twice as much space as the main- 
store display floor. Here an aver- 
age of 45 used major appliances 
are reconditioned each month to 
look like new, thus enabling the 
firm to go after the replacement 
city market and often dispose of 
traded-in merchandise at a net 
profit. A one-year guarantee goes 
with each used appliance. 


At left is a used refrigerator taken in by the George W. Dutton Appliance 

Co., Greenville, Texas, that has been stripped down and is in the process 

of being refinished; at right is a similar box ready for sale. It will sell for 
about $150. 
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When crops are good George 
W. Dutton and his son, George 
Roy, have seven pick-up trucks 
manned by that many salesmen 
operating within a 20-mile radius 
of Greenville, an area with an 
estimated 35,000 population. 

Last year’s heavy rains washed 
out nearly all of the principal 
crop, cotton, so many farmers 
cannot qualify under Regulation 
W and the truck force is down 
to two. 

But this year looks better. By 
June four trucks were to be on 
the road and if things went well 
with four, then the mobile force 
was to be increased again. The 
country territory is saturated on 
refrigeration, but Dutton believes 
it is ready for washers and 
freezers. 

Each salesman is supplied with 
a truck, equipped with a drop- 
wheel hand truck for unloading, 
and the company assumes re- 
sponsibility for general truck up- 
keep. 

But salesmen supply their own 
gasoline which, says Dutton, min- 
imizes unproductive driving. And 
although the idea has been copied 
to some extent by Greenville 
competitors, it was introduced by 
Dutton, who borrowed it from 
another era. 

“I got the idea originally,” he 
explains, 


“from the old piano 
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by Baron Creager 


a business deeline 


salesmen. You know how they 
would operate, or do you? Drive 
up to a farmer’s house, ask to 
leave the piano while they made 
a trip of some distance, and talk 
the farm family into helping put 
the instrument in the house. Then 
they wouldn’t come back until 
the family was attached to the 
piano. 

“During the depression I work- 
ed for a power company in Hills- 
boro, Texas, at a time when 
power companies sold appliances. 
The company supplied us with 
cars and, while most of the men 
on my level wanted a passenger 
car, I always asked for a pick-up. 

“During the depression I set 
myself a quota of two pieces of 
equipment a day. In the morning 
I would load on the appliances of 
my choice and head for the 
country. 

Sometimes it was dark before 
I unloaded the second appliance. 
Sometimes I was lucky and put 
them both off in the morning, 
leaving part of the day for me to 
work up prospects. But I made 
it a rule never to come back to 
town with either of those appli- 








(Top) A washing machine that has been stripped and is being reconditioned. 

(Bottom) A completely reconditioned washing machine displayed for sale 

on the floor. (Left) Dutton salesmen leave the store each morning in 

pick-up trucks loaded with merchandise to work the country territory. 
George W. Dutton, Sr., is shown in the right foreground. 
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(Top) The paint shop is constantly 
busy refinishing appliances. (Cen- 
ter) The son and father team of 
George W. Dutton Appliance Co., 
George Roy and George W. Dutton. 
(Bottom) George Roy Dutton 
shows one of the boxes on the dis- 
play floor. 


ances, and I didn’t, either.” 

Later Dutton moved to Green- 
ville as supervisor of the appli- 
ance department of a substantial 
retail store. But it was not until 
1941 that he opened his own busi- 
ness and introduced the idea of 
the truck that goes to the country 
loaded and comes back empty. 

He says such truck-salesmen 
are not readily developed. They 
must have training and they must 
have help at the outset, like any 
other new salesman. But when 
they get the idea of “canvass and 
close,” they, too, start out loaded 
and come in empty. 

Dutton says frankly, however, 
that his reconditioning operation 
is the heart of his business. 

“We have checked with REA 
and other sources and it seems 
that our country territory is 
about 90 per cent saturated on 
refrigeration. In the city of 
Greenville, the saturation figure 
is about 95 per cent. So to deal 
in this replacement market we 
must be able to handle a great 
number of trade-ins. 

“We have city salesmen, also. 
At one time we had five. When 
things get better our city force 
will be built up again. 

“And here again it is ‘canvass 
and close,’ with a minimum re- 
quirement that a city salesman 
canvass all the houses on the 
four sides of one city block each 
day. We have used the premium 
plan in the city with success, too. 

“But the heart of this business 
is the function of transforming 
old, beaten-up appliances into 
serviceable and new-looking ap- 
pliances, both inside and out. 

“The ‘sales and display floor 
here in the store is 20 by 60 feet, 
but upstairs we have 40 by 60, a 
total of 2,400 square feet for the 
service and reconditioning de- 
partments. There are only five 
men working now, but there have 

(Continued on page 93) 
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GOVERNMENT REGULATIONS | 


“a 


| 


Ceiling prices for service 


as required by CPR 34 


Survey of local firms supplying service indicates 


oF . ° . . 
that many need additional information on this OPS order 


@ IF YoU PERFORM services cov- 
ered by Ceiling Price Regulation 
34, this summary will give you 
an over-all picture of what is re- 
quired of you. For details, you 
will need to refer to the regula- 
tion itself. If you still have ques- 
tions after studying the regula- 
tion, your district OPS office will 
gladly help you find the answers. 
A list of OPS district offices, 
with their addresses, is given at 
the end of this article. 

The Office of Price Stabiliza- 
tion recognized when it issued the 
General Ceiling Price Regulation 
in January that the general regu- 
lation would not adequately meet 
the specific needs of numerous 
suppliers of services. CPR 34 was 
issued as a separate ceiling price 
regulation for the service trades 
and became effective May 11, 
1951. To the extent of its appli- 
cability, this regulation super- 
cedes the General Ceiling Price 
Regulation in the services field. 


The field covered by CPR 34 
is wide and varied. It includes 
nearly all services rendered in 
trade, commerce, and industry, as 
well as personal services. Serv- 
ices differ from commodities in 
that labor is generally involved 
in addition to materials, parts, or 
merchandise. In the fields served 
by Exectricat Souts the follow- 
ing are among those affected by 
CPR 34: 
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Electrical installation and con- 
struction work of all kinds 

Motor rewinding 

Radio, television, and appliance 
repairs 

Electrical equipment repairs 

Lighting equipment mainten- 
ance 

Air conditioning and refrigera- 
tion maintenance service 

Plumbing installation and main- 
tenance 

Rentals of appliances or other 
electrical equipment 


In most cases, your ceiling pric- 
es are the highest prices you 
charged during the base period 
from December 19, 1950, to Janu- 
ary 25, 1951. If you have differ- 
ent classes of customers, the high- 
est price charged each class is 
your ceiling price. 

Here are basic points to remem- 
ber: Keep all records showing 
your base period prices. File a 
list of these prices with your Dis- 
trict OPS office by June 15, 1951. 
Post your ceiling prices not later 
than June 15, 1951. Give your 
customers sales slips if you did so 
during the base period. 

(If you failed to file your ceil- 
ing prices and to post them in 
your place of business by June 15, 
you have operated since that time 
in violation of the law. This 
should be given your immediate 
attention.) 

The regulation sets forth cer- 


tain definite rules, and the proper 
one should be used for each price 
situation. In general, you will be 
able to determine your ceiling 
prices by using one or more of 
the following: 

Rule No. 1. You charge no more 
now than you charged for a serv- 
ice you supplied to a purchaser of 
the same class during the base 
period, December 19, 1950, to 
January 25, 1951. 

Situation No. 1. If you charged 
a flat dollar and cents price dur- 
ing the base period, that is the 
most you may charge now for this 
service. For example, if you 
charged $15.00 for rewinding a 
certain size and type of motor 
during the period December 19 to 
January 25, you would use Rule 
1 and your price would be $15.00, 
the same as your base period 
price. 

Situation No. 2. In the base 
period you regularly figured your 
prices by using a rate or pricing 
method (such as time records or 
a base period labor manual used 
in connection with an hourly cus- 
tomer rate), and you applied this 
rate or pricing method to deter- 
mine your price. You must now 
follow the same method you used 
in the base period and you may 
not charge more for labor, mate- 
rials, overhead, or profits than 
you charged during the base 
period even though your costs 
have increased. (Example: You 
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repair radios. In the period from 
December 19 to January 25, it 
was your practice to charge $2.00 
per hour for labor plus the retail 
price for parts. In the base period 
you did not replace a condenser 
but if you had done so, you would 
have priced it by your usual 
method. Your ceiling price for re- 
placing a condenser is now $2.00 
per hour for labor plus the OPS 
retail price for the condenser.) 

Rule No. 2. If you did not 
actually deliver a service to a cer- 
tain customer, your ceiling price 
is the highest price you offered 
(in writing) to supply this service 
to the same class of customer in 
the base period. 

Rule No. 3. If you did not 
supply a service or offer it for 
sale, your ceiling price is the high- 
est price of your closest competi- 
tor for the same service to a pur- 
chaser of the same class. You 
may use Rule No. 3 only if you 
neither offered nor supplied the 
service during the base period. 
If you do use this rule, you must 
file a statement with your District 
OPS Office showing how your 
price was computed. This must be 
done within 10 days after you 
determine it. 

Rule No. 4. You must file an 
application with the Director of 
Price Stabilization, Washington 
25, D. C., for approval of a ceiling 
price in line with other prices 
established by this regulation if 
you cannot price your services 
under Rules 1, 2, or 3. This ap- 
plication must contain: (1) de- 
scription of the service; (2) direct 
material and labor costs; (3) pro- 
posed ceiling prices; (4) an ex- 
planation of why you cannot price 
under the preceding rules; (5) if 
you supplied any other service 
during the base period, submit a 
description of the most compara- 
ble service showing your present 
direct labor and material costs 
and your present ceiling price. 

Special exceptions. In most 
cases you will be able to price 
your services according to the 
above four rules. There are oth- 
er situations in which these rules 
will not apply, and the regula- 
tion provides pricing rules for 
meeting such exceptional situa- 
tions. Seasonal services offer an 
example. For complete informa- 
tion on all the pricing rules you 


must use, write or visit your Dis- 
trict OPS Office and ask for a 
copy of Ceiling Price Regulation 
No. 34. 

If you gave discounts, allow- 
ances, or special low prices to any 
class of customers during Decem- 
ber 19, 1950, to January 25, 1951, 
you must continue to give at least 
the same discounts, allowances, or 
special low prices to the same 
kinds and classes of customers. 
For example, if you sold a service 


. during the base period at a 10% 


discount because of the large 
volume of work provided by that 
class of customer, you must con- 
tinue to give a 10% discount to 


such customers even though your 
rate for the same service to others 
may be higher. 

If you formerly gave duplicates 
of the work order or any other 


Southern OPS offices 
Resion IV 


Baltimore, Md., 306 West Franklin Street. 

Charlotte, N. C., Coddington Building, 101 
North Graham Street. 

Washington, D. C., Courts Building, 310 Sixth 
Street, NW. 

Charleston, W. Va., 601 Virginia St., East. 

Raleigh, N. C., 700 Tucker Street. 

Norfolk, Va., 1214 Granby Street. 

Richmond, Va., 802 East Broad Street. 


Region V 


Memphis, Tenn... Marx & Bensdorf Building, 
Second and Monroe Streets. 

Jackson, Miss.. Clancy Building, 407 West 
Capitel Street. 

Birmingham, Ala., Bell Building, 1814 Second 
Avenue. 

Jacksonville, Fla.. 610 Julia Street. 

Columbia, S. C., 1313 Main Street. 

Nashville, Tenn., 406 Nashville Trust Building, 
Union Street. 

Montgomery, Ala., 14 Commerce Street. 

Miami, Fla., Roper Building, East Flagler and 
Third Avenue. 

Savannah, Ga., Blumenthal Building, Brough- 
ton and West Bread Streets. 

Atlanta, Ga., Rhodes Building, 78 Marictta 
Street. 


Region IX 


Omaha, Nebr., 1516 Harney Street. 

Wichita, Kans., 3234 East Douglas Street. 
Des Moines, Towa, Security Building, 418 
Seventh Street. 

St. Leuis, Mo., Boatman’s Bank, 314 North 
Broadway. 

Kansas City, Mo., 220 Admiral Boulevard. 


Region X 


Houston, Texas, 517 La Branch Street. 

New Orleans, La., Standard Oil Building, Jack- 
son and St. Charles Avenue. 

Oklahoma City, Okla., 32 North Rebinson 
Street. 

Little Roek, Ark., 555 Building, Broadway be- 
tween Second and Third Streets. 

San Antonio, Tex., 128 South Flores Street. 

Fort Worth, Tex., 2900 West Lancaster Street. 

Shreveport, La., 1007-9 Texas Avenue. 

Tulsa, Okla., 920 South Boston. 

Lubbock, Tex., Broadway Building, 1202 Texas 
Avenue. 

Dallas, Tex., Crane Building, 1200 Jackson 
Street. 


kind of sales slip as a receipt for 
money received, you must conti- 
nue such practices. 

Upon request, you must now 
give any customer a sales receipt 
showing your name, address, the 
date, the service supplied, and the 
price charged. 


Records you must keep 


Keep all records which have 
any bearing on prices you charg- 
ed in the base period, such as 
duplicates of customers’ sales 
slips, invoices, work orders, post- 
ers, display cards, advertisements, 
letters, postcards, etc., in which 
service prices were quoted. Re- 
cords of all current and future 
sales should be kept also. 

If you are a retail service sell- 
er, you should have posted your 
ceiling prices by June 15 where 
they can be easily seen by your 
customers. (You are a retail serv- 
ice seller if you supply services 
direct to the consuming public.) 
However, if you offer new serv- 
ices, you have until 30 days after 
you have determined your prices 
before you must post them. 


Required statements 


You are required to prepare 
and sign a statement showing the 
highest prices you charged for all 
services and repairs supplied dur- 
ing the base period, December 
19, 1950, to January 25, 1951, for 
which prices were regularly quot- 
ed during that period. 

This statement must be kept in 
your place of business for exami- 
nation (by any person during 
ordinary business hours except 
for the part describing nonretail 
services which you sell). 

The regulation requires you to 
file a copy with your District Of- 
fice. You should have done this 
by June 15, 1951. 

You must keep this information 
up-to-date by adding to the state- 
ment you keep in your place of 
business, within 10 days of the 
first sale, prices of any new types 
of service or repairs determined 
according to this regulation. A 
statement of these new prices 
must be filed with your District 
OPS Office within 10 days of the 
first sale or OPS authorization of 
any such new service. 

Your ceiling price statement 

(Continued on page 92) 
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SALES PROMOTION 


4 _— 


1 ' 


“Waiting-room’ selling 


Advertising stunt enlists aid of office reception rooms 


by Rush Holton 


@ A SURE-FIRE advertising stunt 
which enlists the aid of local phy- 
sicians’ offices in attracting pros- 
pects for major appliances, com- 
plete kitchen remodeling jobs, 
etc., has been developed by 
Bromberg’s, big appliance dealer- 
ship in Birmingham, Ala. 

The stunt was developed by 
W. E. Bromberg, head of the 
firm, along with John L. Bum- 
pus, veteran southern appliance 
buyer. Under the plan, the store 
is taking advantage of the idle 
minutes which people spend in 
waiting rooms of doctors, den- 
tists, beauty parlors, etc. 

Since most of the time in these 
waiting rooms is spent looking 
through popular magazines, Mr. 
Bromberg and Mr. Bumpus rea- 
soned, any form of advertising 
brought directly to their atten- 
tion would show a higher degree 
of attention. 


Most desirable media 


“Magazine promotion, thus, be- 
came the best possible medium 
for letting the average housewife 
know that we specialize in com- 
plete package kitchens and sev- 
eral nationally advertised appli- 
ance franchises,” Mr. Bumpus 
indicated, “and we are now using 
various doctors’ and dentists’ of- 
fices about town as advertising 
assets.” 

The system consists of buying 
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anywhere from 20 to 50 popular, 
well-known magazines, which are 
distributed free to doctors’ and 
dentists’ offices, the latter in all 
instances being highly apprecia- 
tive of this source of free maga- 
zines. In each magazine, Brom- 
berg’s carefully inserts its own 
advertising, a handsomely made- 
up system which permits the 
housewife interested in any new 
appliance to use a_return-ad- 
dressed, free postage card to in- 
form Bromberg’s of her interest. 

An attention-attracting black- 
and-white sticker is pasted on the 
cover of such popular magazines 
as Look, Life, American, Colliers, 
Saturday Evening Post, Red 
Book, Argosy, and others. The 
sticker is lettered simply, “Are 
you a kitchen slave? See page 
25,” or whatever the page may 
be. 

When the curious reader turns 
to the appropriate page, she finds 
a full-page colored picture of 
either a specific appliance or a 
model kitchen, of the type instal- 
led by the Bromberg concern. 
The store, naturally, keeps a 
close watch on such advertising, 
and makes certain that no maga- 
zines go out under the plan 
which do not specifically tie in 
with the firm’s merchandise. 

Opposite the ad in the maga- 
zine are anywhere from five to 
a dozen return-addressed postal 


cards, which can be filled out by 
making checkmarks and drop- 
ping them in the mailbox. Ques- 
tions asked include, “Are you in- 
terested in a complete kitchen, 
sink only, cabinet only, electric 
range only, refrigerator only, 
television only, etc.?” 

Others are slanted at the com- 
plete kitchen buyer, at the wo- 
man who wants to remodel her 
complete electrical home equip- 
ment, etc. All of them have 
space for the name, telephone 
number, and address. In addi- 
tion, a final line on each card 
states, “The best day to call on 
me is * 

Thus, if the housewife is sin- 
cerely interested in acquiring 
new appliances, or a kitchen, it 
requires only a few pencil marks 
to bring a thoroughly equipped 
salesman around. 





Results of promotion 


Although the idea is still in 
its infancy, appliance sales have 
multiplied almost overnight with 
the use of the plan, according to 
Bromberg’s. A lot of women 
who normally had no time to 
read advertising, and are thus 
unfamiliar with the advantages 
offered by new planned kitchens, 
have responded to the medical- 
office promotion, where, merely 
through the fact that they are 

(Continued on page 92) 





PROMOTION } 


What your home service director will need to know 


Home service 


sells home appliances 


by Beatrice Miller 


{ 


@ THE TOWNSPEOPLE of Falls 
Church, Va., can turn to Mrs 
Geraldine Seese in the electrical 
appliance department of Snyder’s 
at any time for help in their 
cooking, baking, laundry, home 
cleaning, kitchen planning, or 
any household problem that they 
feel could be carried out more 
efficiently or more effectively. 

She is there with the answers 
and the eagerness to make house- 
hold chores bring a maximum 
satisfaction. 

Mrs. Seese is asked: 

How did you make the devil’s 
food cake you served us last Sat- 
urday? How can I do a ruffled 
bedspread on my ironer? What’s 
wrong with my washing machine 
— my clothes aren’t as white as 
they should be. 

What color scheme would you 
recommend for a kitchen facing 
north? What makes the bottom 
of my cake soggy? How should I 
clean venetian blinds? 

These are a sampling of the 
questions she is called upon to 
answer daily, and because she is 
up on the current trends in home 
economy and cheerfully shares 

Mrs. Ceraldine Seese, or Gerry as she is known to the children and towns- sd woe aay ge pee Lange 

people of Falls Church, Va., serves some 300 children every Saturday at a a : o-keqeiiteed 

Snyder’s Appliance and Hardware store with the cookies and cakes she Gerry” to hundreds in the area 
has become famous for making. who seek her help. 
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Trained from childhood in the 
4-H clubs in the domestic arts 
and sciences, and later teaching 
courses in a variety of these sub- 
jects including gardening and in- 
terior decoration, Gerry com- 
bines this with a natural love and 
talent in the home arts. 

She keeps abreast of current 
development through reading the 
household magazines, newspaper 
columns of practical housekeep- 
ing hints, factory literature, and 
any other material that will make 
her a greater service to Snyder’s 
appliance and hardware store 
and to Falls Churchites. 

Every Friday throughout the 
year she bakes a batch of cookies 
or a couple of pans of cake for 
free distribution to the town’s 
children on Saturday. 

Preparing the batter, greasing 
the pans, Gerry makes sugar 
cookies, a devil’s food cake, a 
caramel nut cake, or tying it in 
with the holidays decorates a 
chocolate cake appropriately with 
orange icing for Hallowe’en or 
red and green icing on Christ- 
mas cookies. 





Floor traffic established 


Throughout Saturday some 300 
children stop by with their fami- 
lies for the tasty offerings. 

“We live out here with our 
neighbors seven days a_ week,” 
stated O. G. Snyder, co-owner 
with his wife, Dorothy Snyder, 
who estimated Saturday cookies 
came to no more than $2.50 a 
week, “and we’re here to help 
them improve themselves and im- 
prove their property. 

“We want to help them all we 
can. They are more than welcome 
to consult us and avail themselves 
of any information we can give 
them.” 

Gerry served as many as 700 
visitors in a day at Snyder’s 
grand opening on Fairfax Drive 
over a year ago. On hot summer 
days she served fruit punch; on 
cold days, hot biscuits and jelly. 
She has been asked for her reci- 
pes and has written them down 


and passed them on. (Top) Handing any cooking, laundry, home-cleaning, or kitchen-planning 
She has shown homemakers problem that is brought to her, Gerry goes over the whole procedure of 
how to put up preserves and doing laundry by washing machine with a customer who raises a question. 
store them in the freezer, how to (Bottom) Gerry demonstrates to a customer how to do a complicated 
. . = ee a piece on the ironer. They can call on Gerry to help do their laundry if 
economize on cake- and pie-mak their own washing machine has broken down, or have the use of a 
machine at Snyder’s while Gerry keeps an eye on the children. 
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| FAIR TRADE | 


Free enterprise or safe 


by Joseph C. Harsch 


@ A PRICE-CUTTING scramble 
made possible by a Supreme 
Court decision and set off by the 
specific action of Macy’s in New 
York City is doing to our retail 
price structure what price stabili- 
zer “Mike” DiSalle couldn’t do. 
Prices are coming down not be- 
cause the government imposed a 
“roll back” but because a vast 
complex pattern of legalized 
price fixing has been undermin- 
ed. 

Many a housewife is delighted, 
as attested by the thousands who 
have crammed the price-cutting 
stores. 

Some retailers are pleased be- 
cause goods long stagnating on 
their shelves are moving. 

Other retailers, mostly the 
smaller ones, are anxious over 
the possible long-term effect of 
this event upon the whole pattern 
of retail “distribution” of goods 
in the United States. This could 
lead to thousands of bankruptcies, 
because there are many small 
stores which depend for survival 
on the profit from goods with 
prices fixed by the manufacturer. 

One interesting aspect of this 
matter is its similarity in some re- 
spects to what havpened five 
years after World War I, when 
retail prices were high, as they 
have been since World War II. 
and were brought toppling down 
by the initiative of a single big 
department store. In that case it 
was Wanamaker’s which set off 


*Mr. Harsch is Chief, Washington 
News Bureau, The Christian Science 
Monitor. This article is Copyrighted, 
1951, by The Christian Science Pub- 
lishing Society. 
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the big plunge with a straight cut 
of 20 per cent on all its merchan- 
dise. This time it was Macy’s and 
then Gimbels which started it off. 
In both cases the cutting began in 
New York City and spread out 
from there to other cities. 

More important is the reminder 
from this event that some day we 
have to make up our minds 


~whether we really want a free 


enterprise economy in the Uni- 
ted States or what some textbooks 
begin to call a “safe enterprise” 
economy. 

Certainly an economy which 
permits manufacturers to set the 
retail price of their products and 
enforce that price through the 
courts of the land is not really a 
free enterprise economy. This 
legalized price fixing is done in 
the name of “fair trade.” The ob- 
ject of it is to prevent the kind 
of price cutting which does force 
a lot of retailers into bankruptcy, 
or usually has done so in the past. 

It can be argued that the legal- 
ized price fixing of the “fair 
trade” laws preserves competition 
by making it possible for more 
merchants to stay in business. 
The alternative could be the 
monopoly of larger and larger re- 
tail units driving the small opera- 
tor out of business. 

However, the practice is still 
price fixing. It is still one device 
for rigging the market. It per- 
mits a profit to less enterprising 
merchants and inhibits the one 
who is willing to try to operate 
on a narrower margin. Whether 
good or bad, it is a limitation on 
free enterprise. It is a movement 
from free enterprise to “safe en- 
terprise.” 


enterprise? 


The recent decision of the 
Supreme Court with respect to 
the Fair Trade Laws has served 
to focus attention on other legis- 
lation and practices which limit 
free enterprise. 

Mr. Harsch, one of the coun- 
try’s leading newspaper men 
and radio commentators, makes 
some thought-provoking 
parisons in 


com- 
the accompanying 
article which is reprinted by 
special permission from The 
+ Christian Science Monitor. 


Since almost every segment of 
the American economy also seems 
to be moving toward “safe enter- 
prise” it is not surprising that 
consumer goods manufacturers 
and many retailers have moved 
the same way. Labor has its min- 
imum-wage laws. Air lines are 
guaranteed from failure by gov- 
ernment subsidy. Tariffs protect 
many an industry. The farmer 
clings to parity prices. The meat 
packers are in angry revolt 
against federal efforts to bring 
down beef prices. If everyone is 
to be made secure in his business 
or industry, why shouldn’t the 
merchant be protected against 
competition which might lead to 
bankruptcy? It is a logical ques- 
tion. 

Do we really want to go that 
way as a country? There seem 
to be more voices clamoring from 
every segment of our economic 
life for security than are raised 
for the more traditional form of 
free enterprise. And it isn’t a new 
trend in our American life. It be- 
gan with the first tariff and the 
first subsidy. Those were the 
original moves in the direction of 
a “safe enterprise” economy and 
made long before the New Deal. 

(Continued on page 91) 
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Kouudup 


Housewares gift 
campaign extended 


@ THE CONTINUATION of the elec- 
tric housewares gift campaign 
through fall and winter was ap- 
proved recently by the Electric 
Housewares Section of the Na- 
tional Electrical Manufacturers 
Association. Merchandising of the 
campaign will continue under the 
direction of Ralf Shockey & Asso- 
ciates, Inc., New York City. 

This move marks the second 
phase of the industry’s long-range 
merchandising and promotional 
program, aimed at capturing a 
greater share of the year ’round 
gift market. Carrying out the 
basic theme of the campaign, 
“Give Electric Housewares—first 
choice for every gift occasion,” 
the second phase will concentrate 
on Christmas and other fall and 
winter gift opportunities. 

A 20-page merchandiser, show- 
ing dealers how to promote elec- 
tric housewares as gifts on a year 
round basis, will be presented to 
the trade at the July Housewares 
Show, in Atlantic City. New dis- 
play material featuring electric 
housewares as Christmas gifts 
will also be available. In addition 
to dealer merchandising aids, an 
extensive publicity campaign will 
be carried out on both the trade 
and consumer levels. 

To date, over 24 thousand deal- 
ers have tied in with the campaign 
through the industry’s spring 
merchandising kit. More than 185 
thousand dealers have been alert- 
ed to the campaign by means of 
the industry’s fact sheet. Nation- 
wide reports received by the Elec- 
tric Housewares section of NEMA 
from participating dealers credit 
up to 54% increased sales as a 
result of their campaign follow- 
through. 


Arvin to hold 
special convention 


@ More THAN A HUNDRED distri- 
butors of Arvin television receiv- 
ers and radios will come from all 
parts of the United States to at- 
tend a special Arvin convention 
at the Moraine Hotel, Highland 
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Du Mont appoints 
Florida distributor 


@ A NEWLY FORMED, company- 
owned distributor, Florida Fac- 
tory Distributor, with headquart- 
ers in Miami, has been named to 
handle Du Mont TV sets in the 
state of Florida, according to an 
announcement by Ernest A. 
Marx, general manager of Du 
Mont’s receiver sales division. 
Henry H. Carver has been 
named to head the company. Mr. 
Carver has been in the appliance 
field since 1936, and has, been 
active in the business in the 
Miami area since early 1946. 


Park, Illinois, on July 29 and 30, 
Harlan B. Foulke, vice-president 
of Arvin Industries, Inc., announ- 
ced recently. 

Highlight of the two-day meet- 
ing will be the unveiling of the 
complete 1952 line of Arvin TV 
receivers, radios, and_ radio- 


Henry H. Carver 


Formation of this company- 
owned distributor, Du Mont offi- 
cials declared, will enable the 
firm to step up its promotional 
and sales activity in the Florida 
market. 

Location of offices and ware- 
house facilities will be announc- 
ed shortly. 

This is the second such Du Mont 
factory distributor operation. 


phono - TV combinations, Mr. 
Foulke said. He indicated that 
Arvin will introduce at the con- 
vention the broadest range of new 
TV models in its history and a 
completely re-styled radio line 


@ Hamitton’s, a new appliance 


PRIZE-WINNING WINDOW —This window display by the Alabama Home 
Supply Co., Birmingham, won first prize in a window-display contest spon- 
sored by the Electrical Association of Birmingham in connection with the 
“Range of the Stars” campaign conducted recently 2s a co-operative pro- 
motion. Morris Rubel is manager of Alabama Home Supply Co. 








store, has been opened at 338 
West Jefferson in Oak Cliff, Dal- 
las, by two brothers, Bob Hamil- 
ton and Bill Hamilton, joint own- 
ers and managers. The Hamiltons 
operate another appliance store at 
3211 West Davis, which they 
opened five years ago. 


Mitchell franchises 
Alabama distributors 


@ THE APPOINTMENT of two Ala- 
bama franchised distributors for 
the Mitchell line of window- 
type room air conditioners has 
been announced by E. A. Tracey, 
vice-president of the air condi- 


tioning division of the Mitchell 


Mfg. Co., Chicago. 

The new distributors are: Nel- 
son Radio & Supply Co., 451 St. 
Louis St., Mobile, Ala. E. E. 
Nelson, president; and Teague 
Hardware Co., Montgomery, Ala., 
W. R. Watson, general 
manager. 


@ Sixteen Philco dealers in the 
Brown Distributing Co.’s 
lanta) territory have left for Ber- 
muda aboard the luxury liner, 
The Queen of Bermuda. The deal- 
ers were winners in the Philco 
Bermuda Cruise Contest, b>sed 
on television and radio sales. The 
cruise winners will be lavishly 
entertained during the eight-day 
trip. In addition to the cruise win- 
ners, other prizes which were 
awarded the runner-up dealers 
consisted of 11 16-inch Philco 
television sets and 25 watches. 


CAPITOL’S NEW HOME—The attractive new sales floor 
of Capitol Distributors, at 1030 Dragon St., Dallas, Tex., 
is shown above. Other important features of this new 
wholesale operation are complete air conditioning, 28,000 


sales 


(At-~ 


District managers of White Products Corporation recently attended a two- 
day session held to chart future business activities. 


Attending the conference were 
sales promotion dept.; Earl Lin 
Vining, vice-president and ge 
sales department; James Berry. 
Standing, Leslie Lown, i 


representative; John 
sentative; C. 


White holds 


annual sales meeting 


@ District MANAGERS of White 
Products Corporation learned re- 
cently that the first quarter of 
1951 was the largest in the com- 
pany’s history. The announce- 
ment was made by A. D. Vining, 
vice-president and general man- 
ager of the water heater concern, 
at the annual sales meeting of 


id-west representa 
far-west representative; Max Wilson, Michigan representative; H. A. 
Popson, eastern representative; FE ‘ 
H. Hunter, mid-west representative: 


Lee H. Skillman, 


from left to right: seated, Vincent Anderson, advertising 
. account executive, W. W. Garrison Advertising Agence 


White, president; Gordon Vs 
; and Richard Davis, service . 
s Crates, North Carolina; William Cline, 
Pendergraph, southern 
Morefield, 


Vining, Michigan representative. 


mid-west repre- 


and Charles 


the White Corporation. 

The two-day session was held to 
chart future business activities. 
The opening day was devoted to 
service conferences and talks by 
representatives of manufacturers 
supplying White Products. 

White advertising and market- 
ing procedures highlighted the 
second day of the conference, 
which was concluded by a gen- 
eral sales picture by Mr. Vining. 








sq. ft. of floor area, and displays that are proving particu- 
larly helpful to local dealers. 
Hohenberg, left, chairman of the board of directors, and 
president, discuss a new TV model. 


In the photo at right, A. S. 
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Scleut Saleomen 





Telechron — 
Kitchen-clock promotion 


“Cotor-Styte Your Kitchen” is the 
theme of a promotion announced by 
the standard clock division of Tele- 
chron Inc., Ashland, Mass. 

The promotion is centered around a 
packaged assortment of six Telechron 
electric kitchen clocks together with 
a free display. 

The colorful assortment includes the 
new Ivy clock just announced, the new 
Jubilee, also new this year, and the 
Advisor and Decorator models, both 
with new features. 

The four-color display shows all four 
of these models with room settings 
and the full color line. The card is 
double easeled and may be set on coun- 
ter, aisle table, or in window; and with 
a neat device using a gold-colored cord 
can be hung on a wall or column. 

Product mats, glossies, and logotypes 
are furnished to dealers at no charge, 
together with suggested local newspap- 
er ads and radio spot copy. 

The program also includes a new 
offer on Telechron electric clock Time 
Table displays and free retail sales 
training manuals in comic-book form. 


Robbins & Myers — 
Fan-operation display 


A nove. dealer display demonstrat- 
ing the installation and operation of the 
new R & M 18-inch and 22-inch win- 
dow fans is available from Robbins & 
Myers, Inc. 

The display is smartly styled and at- 
tractively lithographed in four colors 
to represent an actual installation in 


Robbins & Myers is offering this 

four-color  lithographed = display 

which demonstrates installation and 
operation of new R & M fans. 


ELECTRICAL SOUTH for JULY, 1951 


the window of an apartment or home. 

Only 45 inches by 12 inches of space 
is required by the display, which de- 
mands attention from any spot on the 
sales floor or in a window. It has a 
handy literature pocket. 

This new display is offered free or at 
a special low price, depending on the 
number of R & M fans purchased by 
the dealer. A descriptive folder and 
complete information is available from 
Robbins & Myers, Inc., fan division, 387 
So. Front St., Memphis, Tenn. 


HOTPOINT PROMOTIONS—Wom- 
en’s appeal in Hotpoint sales pro- 
motion materials supporting 1951 
campaigns on all-electric kitchens 
and home laundries gets attention 
from Edward R. Taylor, left, vice- 
president, and William E. Macke, 
right, merchandising manager. This 
material was introduced at recent 
distributor meetings by Hotpoint, 
Inc., 5600 W. Taylor St., Chicage 
44, Il. 


General Electrice— 
Housewares counter display 


A NEw counter display which covers 
five electric housewares manufactured 
by General Electric Co., Bridgeport 2, 
Conn., has been prepared by the com- 
pany and is now available to retailers 
through distributors. 

The unit provides for display of five 
interchangeable, full-color transparen- 
cies of the toaster, mixer, Visualizer 
iron, combination steam and dry iron, 
and the combination sandwich grill 
and waffle iron. 

The pictures slip into a translucent 
plastic frame which is supported by a 


This new counter fixture provides 
for display of five G. E. electric 
housewares. 


permanent, metal display box with a 
built-in light. The box carries com- 
pany identification and has a pocket in 
back for storage of pictures not in use. 
The display is 9% inches wide, 14% 
inches high, and 4 inches deep. De- 
signated Pub. No. 34-220, it is shipped 
complete with five transparencies. 


Mitchell — 


Air conditioner display 


Tue Mitchell Mfg. Co., 2525 No. Cly- 
bourn Ave., Chicago 14, IIl., has intro- 
duced an air conditioner floor display 
given without charge to any Mitchell 
dealer requesting it. 

Called the Mitchell Merchandiser 
Floor Display, the unit is colorful and 
compact. The display consists of a 
simulated window which fits over the 
actual air conditioner, exactly as the 
unit would look when installed, and a 
sturdily constructed, three-color cylin- 
der on which the unit is placed 

The window replica is printed in four 
attractive colors and the message on it 
emphasizes in words and pictorially the 
three exclusive features (Dyna-Cooling 
system, Turbo-Dryer moisture reducer, 
and Air-Scoop Fan) found in the unit. 


- 
—— 
rCHELUL 


reom conditioner 
par Wy he mee Fallin 


ean 


This air conditioner floor display 
is available without charge to any 
Mitchell dealer requesting it. 
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J. Norman Clark has been appointed 
Southeastern division service super- 
visor for the Florence Stove Co., ac- 
cording to C. P. Connally, Jr., Florence 
Southeastern division manager. 


J. N. Clark 


Mr. Clark began his employment with 
the Florence Stove Company in No- 
vember, 1948, and has been closely 
associated with Florence’s Southeast- 
ern division service department for the 
past three years. 

In his new position, Mr. Clark will 
work directly with Florence distribu- 
tors and dealers in North Carolina, 
South Carolina, Georgia, Alabama, 
Mississippi, Florida, Tennessee, and 
Eastern Arkansas. 


R. R. Pattillo has recently opened a 
new record, radio, and television shop 
at 1923 Peachtree Rd., N. E., Atlanta. 

The ‘modern shop is air-conditioned 
and is set up on a self-service basis. 
Associated with Mr. Pattillo is his son, 
Morgan Pattillo, and Reynold Negri. 
Mr. Negri is in charge of the record 
department. 

e 


R.C.A. Distributing Co., Kansas City, 
wholesale distributor in the Kansas 
City area of International Harvester 
refrigerators and freezers, has announ- 
ced the appointment of Ralph E. Our- 
sler as manager of IH refrigeration 
sales. 

Mr. Oursler formerly was in the air 
conditioning and space heater business 
and, more recently, in the automotive 
business. 

o 


The appointment of district managers 
of General Electric electric housewares 
sales has been announced by R. E. 
Boian, manager of marketing of the 
traffic appliance department. Among 
the new managers and their districts 


are: E. T. Carvill, Southeastern district, 
Atlanta; W. L. Rasmussen, Central dis- 
trict, Kansas City; and H. H. Mount, 
Southwestern district, Dallas. 

Mr. Carvill joined the company in 
1935. His most recent position was as- 
sistant district manager of appliance 
sales in the Southeastern district, to 
which he was appointed in 1949. 

After several years in the appliance 
business, Mr. Rasmussen came with the 
General Electric Supply Corporation in 
1935. He was previously assistant dis- 
trict manager of the Central district. 

Mr. Mount has been with the com- 
pany since 1933, and was formerly as- 
sistant district manager of appliance 
sales in the Southeastern district. 


The appointment of John R. Kauff- 
man as sales manager of Tuttle & Kift, 
Inc., Chicago, Ill., has been announced 
by H. F. Bond, vice-president in charge 
of sales. 


John R. Kauffman 


Mr. Kauffman has been co-ordinat- 
ing sales activities and national defense 
work since moving to Tuttle & Kift 
last September as special assistant to 
Mr. Bond. 

a 


Gordon L. McWilliams, president of 
Refrigeration Appliances, Inc., 270 
Peachtree St., Atlanta, has announced 
the appointment of Roy L. Titshaw to 
the firm’s sales staff. 

Prior to joining Refrigeration Appli- 
ances, Mr. Titshaw was engaged in 
commercial refrigeration work for the 
past four years. 

As a member of the company’s sales 
staff, he will contact dealers, mer- 
chants, market managers, and others in 
the Atlanta area. 


The appointment of James M. Skin- 
ner, Jr., as vice-president in charge of 
sales and Ray A. Rich as vice-president 
in charge of products of the refrigera- 


tion division of Philco Corporation has 
been announced by Thomas A. Ken- 
nally, president of the division. 

Mr. Skinner has been general sales 
manager of the refrigeration division 
for the past two years. In his new 
position, Mr. Skinner will be respon- 
sible for sales of Philco refrigerators, 
freezers, and air conditioners. 

Mr. Rich joined Philco in January, 
1949, as product manager on electric 
ranges. In his new capacity as vice- 
president in charge of products, Mr. 
Rich will be responsible for the design 
of Philco refrigerators, freezers, air 
conditioners, and electric ranges. 


A. C. Powell, who for the past year 
has served as service manager for Pat 
Murphey, Inc., Atlanta appliance and 
television store, has been elected a 
vice-president of the firm. 

The announcement was made recent- 
ly by A. A. Murphey, president of the 
company. ‘Mr. Murphey pointed out 
that Mr. Powell’s radar training and 
long experience in the technical field 
of radio give him the necessary back- 
ground for his new position. 


The appointment of R. H. Schneber- 
ger to the newly created post of Cool- 
erator national merchandise manager 
has been announced by G. L. Rees, 
Coolerator vice-president, at a special 
national sales meeting held for Cool- 
erator district managers at the home 
office in Duluth 


R. H. Schneberger 


Formerly Coolerator national train- 
ing manager, Mr. Schneberger will 
develop national merchandising pro- 
grams and assist district managers in 
carrying out the Coolerator expansion 
program. The position was created as 
a part of the expansion program. 


W. L. Ledbetter has been promoted 
from regional sales manager to region- 
al manager in charge of sales in the en- 
tire South for the unit air conditioning 
division of Fedders-Quigan Corporation 
of Buffalo, N. Y. 

Mr. Ledbetter will be succeeded by 
W. J. Chambers. 
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Prduct Parade 


Color television 


A NEW COMBINATION color and black- 
and-white television receiver was in- 
troduced to the television industry and 
the press recently by Air King Products 
Co., Inc., of 170 53rd St., Brooklyn 32, 
N. Y. (Since this announcement was re- 
ceived, Air King has merged with the 
Columbia Broadcasting System. This 
manufacturing subsidiary will operate 
under the name CBS-Columbia, Inc.) 

The company expects to have the re- 
ceiver in production by late summer. 

The Air King color television re- 
ceiver was developed in Air King’s 
laboratories in co-operation with the 
engineers of the Columbia Broadcasting 
System, the developers of the field se- 
quential type of color telecasting. 

This receiver can receive either col- 
or television or black-and-white tele- 
vision as it is now transmitted. All 
that is necessary to change from one 
to the other is to turn a knob on the 
front of the receiver from “mono- 
chrome” to “color.” 

Tuning the Air King color receiver is 
no different from that of the ordinary 
television set now on the market in- 
corporating the standard four-knob 
type of controls. 

The only addition is the one knob 
required to switch from color to black- 
and-white reception. No special knowl- 


Murray 1951 ranges 


HIGHLIGHTED By the introduction of 
the all-new “Supreme” electric range 
with fingertip “color-control” cooking 
and a companion-model gas range with 
smokeless pull-out broiler, the 1951 
line of all-steel Murray home applian- 
ces includes a total of eight electric 
and six gas ranges. 

Presentation of the 1951 Murray line 
marks the “first birthday” anniversary 
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edge is required to operate the receiver 

The Air King color receiver measures 
only 32 inches wide by 22 11/16 inches 
deep and 36% inches high, no larger 
than the average black-and-white con- 
sole now on the market. 

The receiver contains 27 tubes in- 
cluding rectifiers and picture tube. It 
will receive all 12 channels now au- 
thorized by the Federal Communica- 
tion Commission. 

The receiver illustrated will carry an 
approximate list price of $499. An open- 
face console will be available at a list 
price of approximately $399. 


of the Murray name in nationally dis- 
tributed home appliances. The origi- 
nal Murray line of all-steel kitchens 
and ranges was introduced last spring 
by the home appliance division, of the 
Murray Corporation of America, Scran- 
ton, Pa. 
Also included in the new line are 
matching cabinet-sink combinations, 
and a full series of both wall and floor 
cabinets of all-welded steel construc- 
tion and streamlined modern design. 
All Murray ranges for 1951 feature 
extra-large ovens with precision ther- 
mostats and fully porcelain-enameled 
linings; unit-welded frames of extra 
strength and rigidity; full Fiberglass 
insulation throughout; and finest qual- 
ity finishes on top, front, and sides of 
high-gloss porcelain enamel that is re- 
sistant to both stains and acids. 
Ranges in both the electric and gas 
series are available in a size and price 
to suit the needs of every family, and 
include 20-inch, 36-inch, and 40-inch 
models, all with carefully pre-tested 
built-in performance features. 
Making top news in the Murray line 
of eight electric ranges is the brand- 
new EB-75, the beautiful “Supreme” 














range which introduces Murray “color 
control cooking.” Each of the four 
seven-heat surface units is controlled 
by a panel of push buttons mounted 
within easy reach on the backguard. 
Colored from deep red for “hot” to pale 
pink for “simmer,” these controls show 
all heat gradations at a glance and 
make it easy to select exact heats de- 
sired for every burner. 

Additional ranges in Murray’s 1951 
electric series include the 20-inch 
“Rangette” with three surface units 
(EB-50), and its new companion 20- 
inch model with four surface units 
(EB-54), both ideally suited for use 
in small-space kitchens; the 36-inch 
grouped top model with four surface 
units (EB-60) and its new matching 
range in the same size with divided top 
surface units (EB-62), both with large 
redesigned storage compartment con- 
taining a sturdy steel shelf for added 
usefulness; and three 40-inch models 
in addition to the push-button “Su- 
preme.” 

* 


Kalamazoo ranges 


A coMPLETELY different and fresh con- 
cept in range design has been introduc- 
ed by The Kalamazoo Stove & Furnace 
Company, Kalamazoo, Mich. Named 
the Kalamazoo “Golden Jubilee” gas 
and electric ranges, two new, unusual 
models highlight the company’s 50th 
anniversary and will be available early 
this fail. 

The new Kalamazoo ranges offer 
many deluxe features in a range of 
compact 30-inch size: full-width, com- 
pletely automatic ovens; glass-bottom 
broiler for “Broiling - Over - Glass”; 
Glow-Light glass panel with automatic 
oven control and minute-minder; and 


Golden-G!lass oven handle with cook 
chart dial. Both ranges are identical in 
design, with four burners and divided 
cook top. 

Kalamazoo “Broiling - Over - Glass” 
will gain wide acceptance, the manu- 
facturer believes, because glass seals 
in all the juices and obtains best broil- 
ing results. The glass broiler bottom 
is removable and washes as easily as a 
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dish. The broiler is smokeless and has 
a drip pan for draining off grease. 

The exclusive Glow-Light panel 
marks an innovation in range lighting 
beauty and convenience. Light from 
its fluorescent lamp passes through a 
photosensitive glass panel, and louvers 
inside the glass softly diffuse the light 
which floods the work surface. 

Another Kalamazoo exclusive, the 
Golden-Glass oven handle, is designed 
from a handsome heat-tempered glass 
tube. A complete cook chart is print- 
ed on the inside of the tube so that, 
with a simple dial arrangement, at the 
ends of the handle, the housewife has 
handy baking and roasting information 
at her fingertips. 


e 
Safety fuse plug 


Tue Noma Safety Fuse Plug, manu- 
factured by Noma Electric Corp., 55 W 
13th St., New York 11, N. Y., is an im- 
portant new safety development in 
Christmas lighting. 

Two easily replaced, five-ampere, 
125-volt cartridge-type fuses in the 
plug guard against overloads and acci- 
dental short circuits. 

Fuses are available almost anywhere 
at a nominal cost. 

This new feature means no more 
troublesome trips to the fuse box, no 
darkened rooms while changing house 
fuses. 

Should a short circuit occur because 


of an overload or for other reasons, it 
can easily be corrected in a fully light- 
ed room. The plug prevents the short 
from reaching the household lighting 
circuit. 

Sets equipped with this feature offer 
the same protection for old strings of 
lights when the safety plug set is con- 
nected directly to the outlet. All other 
lights should be connected to this set. 


THE FUSE 
THAT 
PROTECTS 


The plug is an exclusive Noma fea- 
ture and is used on all Noma multiple 
burning, indoor and outdoor lighting 
sets. 

* 


Window ventilating fans 


THE NEW International window ven- 
tilating fans have been announced by 
the fan division, International Oil 
Burner Co., 3800 Park Ave., St. Louis 
10, Mo. 

An exclusive spring-suspended mo- 
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tor floats on springs, eliminating hum 
and vibration. Expendable side cur- 
tains assure quick installation of all 
sizes. 


The new line includes five models 
with motors that cool from a single 
room to an entire house. 


TV extension wall plate 


A NEW ANTENNA wall plate that pro- 
vides more than one point at which a 
TV set can be plugged in has been an- 
nounced by Javex, Garland, Texas. 

This remote extension wall plate pro- 
vides constant impedance and conveni- 
ence that are built into the outlet plate. 
It can be flush-mounted without the 
usual wall box. 


JAVEX 
TV-WALL PLATES 


. 


The plates are available in ivory or 
brown, and are a complete packaged 
unit that includes plug and mounting 
screws. 

Further information and literature is 
available from dealers or from Javex. 


* 
Floor fan 


A braAFT-FREE floor fan in a popular 
size for homes and offices has been 
announced by Fasco Industries, Inc., 
No. Union at Augusta, Rochester 2, 
N. Y. 

An exclusive solid base prevents floor 
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dust from being picked up and circu- 
lated. Protective guards are provided 
at the top and bottom, and the 10-inch 
blades are deep-pitched. Two speeds 
are provided for variable air volume, 
and cones of aero-dynamic design dis- 
tribute air smoothly at 2,100 cfm. 

The new fan comes in mahogany and 
bronze harmonizing finish with 
chrome-plated guard rings, and op- 
erates at 110-120 volts, 60-cycle, a-c. An 
8-foot cord is attached. 


Free enterprise 
(Continued from page 84) 


Macy’s and Gimbels may not 
have run any real risk and danger 
but at least they brought a re- 
minder of this kind of excitement 
into one corner of our “safe” eco- 
nomy. We are getting a taste, 
probably brief, of what free and 
untrammelled enterprise was 
like. Let’s watch it closely and 
examine it thoughifully. It may 
be a waning sight. Also, having 
tasted, we may find that this is 
what we want to go back to after 
all. 

It is a reminder of how very 
far we have come from being a 
true free enterprise economy. 


Home service 
(Continued from page 83) 


ing by preparing larger quantities 
and placing them in the freezer. 

A customer whose _ washing 
machine has broken down may 
bring her laundry in and use the 
store’s washing machine until her 
machine is back in working con- 
dition. 

Gerry may do her laundry for 
her or assist her particularly if 
there are small children about to 
be taken care of in the meantime. 

Or a customer dissatisfied with 
her washing machine’s operation 
or results may go over the whole 


process with Gerry, and discover 
what is wrong. 

“It is generally not the mach- 
ine that’s wrong,” she comment- 
ed. “People sometimes expect 
magic of a washing machine. I 
point out to them that fruit 
stains or ink s‘ains have to be 
pre-treated. I tell them how to 
do it for best results.” 

Gerry shows them how to iron 
complicated pieces on the ironer; 
talks over the advantages of the 
upright or low washer under 
specific conditions; looks into the 
kind of detergents a complaining 
customer may be using. 

If an appliance part becomes 
worn or broken, she will order 
the gasket, doorknob, hinge, or 
spiggot that needs replacement. 

“Sometimes a customer who 
has just bought a home with an 
old washing machine of some 
make we do not carry comes in 
for help,” Gerry said illustrating 
that consultations did not have to 
involve a sale. 

“We get all details and go over 
the procedure with her complete- 
ly — checking amount of water, 
emount of soap, degree of heat, 
etc. When the customer has car- 
ried through, we ask her to re- 
port results back to us. She is 
always appreciative and we gain 
a friend for Snyder’s.” 

Gerry helps a customer replan 
and modernize her kitchen. Once 
she has learned the layout, ex- 
posure, lighting needs, amount of 
work-space available, and dinette 
facilities, she helps the customer 
choose appropriate colors, deter- 
mines the appliances wanted and 
those that can be accommodated, 
height of cabinets, lighting, and 
other factors. 

“We don’t advise a dishwasher 
where conditions would be more 
suitable for just a sink, or we 
sometimes discourage a double- 
drain sink where the customer 
would be better off with cabi- 
nets,” Gerry explained, adding 
that she never visited homes on 
consultations or estimates but 
stayed right on the job in the 
store. Customers bring specifica- 
tions in. “We study each custom- 
er’s particular situation.” 

Snyder’s does a $5,000-$6,000 
monthly volume in major elec- 
trical appliances, running a year- 
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ly average of about $65,000. This 
was about 20 per cent of their 
over-all volume of $350,000 last 
year. 

Snyder’s have the washing 
machine and ironer clinics, the 
electric range demonstrations, 
and cooking schools from time to 
time on which company home 
economists are sent in to operate 
appliances and instruct custom- 
ers in their usage. But these 
events are in addition to the 
year-round daily consultation 
service that Snyder’s provide in 
Gerry. 

She is consulted on houseclean- 
ing methods and supplies and the 
best use of the vacuum cleaner. 
Is a vacuum cleaner advisable for 
venetian blinds? Customers con- 
sult her on the type of indoor 
plants suitable for a living room. 
Would such plants survive in the 
kitchen steam and heat? 

Gerry answers them all and 
when any doubt arises, consults 
her library references for check- 
up. She has earned and won her 
place with the homemakers of 


Falls Church, and with their 
children who make Saturday 
trips to Gerry an established fam- 
ily practice. 


“*Waiting-room”’ selling 
(Continued from page 81) 


rooted to the spot for a few mo- 
ments, they will give the ad full 
attention. 

“There is something about the 
atmosphere in doctors’ offices 
which seems to aid in selling ap- 
pliances,” Mr. Bumpus said. 
“Perhaps it is that the average 
woman patient in doctors’ offices 
feels run-down, that she is work- 
ing too hard, no matter what ails 
her. Anyhow, we find that when 
some effort is made to indicate 
the number of steps which may 
be saved with a planned kitch- 
en, etc., response more 
easily.” 

, Some 50 doctors and dentists 
in the downtown Birmingham 
medical building area have been 
“approached by Bromberg’s with 
the suggestion that the appliance 
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store supply each with new 
magazines each month or week, 
as the case may be, in return for 
allowing them to use the post- 
card inserts. 

Since many physicians fre- 
quently forget to buy monthly 
periodicals, with the result that 
patients are disappointed in find- 
ing only old magazines available, 
they are quick to accede to the 
request, in almost every instance. 

More than a dozen sales of 
new, complete kitchens were the 
result of the first month or so 
of the plan, and an indeterminate 
number of major appliances have 
been sold separately. 


Service ceiling prices 
(Continued from page 80) 


may be prepared on your own 
stationery or on plain paper. Your 
statement should contain the fol- 
lowing: 

(1) A complete description and 
identification of the services you 
supplied during the base period 
of December 19, 1950, to January 
25, 1951, for which you regularly 
quoted prices in that period, set- 
ting forth separate classes of pur- 
chasers. 

(2) The highest prices you 


attic ventilation 


WIND-@ WAY: 


charged for these services during 
the base period. 

(3) The rate or pricing method 
you regularly used during De- 
cember 19, 1950, to January 25, 
1951, if you did not have a flat 
dollar and cents price. If you 
used a manual, and manufactur- 
er’s list price or parts catalog, 
it should be clearly identified by 
name, edition, and date, and you 
should show the instances in 
which you did not follow it dur- 
ing the base period. 

(4) All customary allowances, 
discounts, and other price dif- 
ferentials which you customarily 
allowed or offered during Decem- 
ber 19, 1950, to January 25, 1951. 

(5) The name and address of 
your firm and the signature of the 
owner or other duly authorized 
responsible person. 


the 
right way is 


4 

Swinn-way 
vegticaL 
DISCHARGE 


LanchHouse 


PACKAGE 
FAN 





BECAUSE: 
@ It is designed to fit ANY type building EASILY 
@ installation costs, time and effort cut down to a minimum 
@ WIND-WAY merely sets on the floor of the attic or 
the trim of the well hole. It is NEVER fastened 
in any way, yet it moves the greatest amount of air 
quietly with absolutely NO noise or vibration 
@ WIND-WAY sells “on sight” to people who recognize it 
os a simple, foolproof, superior fan 


Penalties 


As a seller of a retail or whole- 
sale service, you are required by 
law to comply with Ceiling Price 
Regulation 34. Anyone violating 
any provision of the regulation 


S FAN AND VENTILATOR CO. 
= 531 St. Joseph St. New Orieans! 2, La. 
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FOWLER 


VIL 
WATER HEATERS 


have the features 
that 


really cone / 


IT’S A FACT! Fowler offers the most 
important, most down-to-earth features 
of them all. Combined, these outstand- 
ing points of superiority are the reasons 
why Fowler is the water heater that’s 
easiest to sell in every market. 


Ylasslined vrorecrion 


-+-first with Fowler! Every Fowler tank is 
lined with two coats of durable porcelain 
bonded-to-steel. This sure protection pre- 
vents tank rust and corrosion, regardless of 
water conditions; keeps hot water rust-free, 
clean; promises longer tank life. 





Performance and Economy 
ELECTRIC WATER HEATERS 


PATENTED 3-WAY BUILT-IN INSULATION. Deod oir 
space; aluminum reflector jacket; 3-in Fiberglas. 


EASY-ADJUSTABLE AUTOMATIC TEMPERATURE 
CONTROLS. 


SAFE “BLACK HEAT" lock-on, external-type elements 
provide efficiency, long life 

COPPER HEAT TRAP eliminates wasteful hot water cir 
culation in plumbing system. 

U. L. APPROVED. 


CAPACITIES: 5 to 80 gallons. (Table Top models: 30 
and 40 gallons.) 


GAS WATER HEATERS 


EXTRA-HEAVY INSULATION. 21, in. thick Fiberglos 
blanket, from top to bottom of heater, keeps water hot 
longer. 


SNAP-ACTION THERMOSTAT, easy temperature adjust 
ment. 
OVER-SIZED TAPERED HEAT FLUE supplies 8% more 


heating area than fives most commonly used 
ECONOMY, ONE-PIECE DRILLED RAISED PORT 
BURNER, burns al! gases cleaner. 

AGA APPROVED. 

CAPACITIES: 22, 30, 35 and 45 gallons. 


ELECTRIC WATER HEATERS 
BACKED BY 20-YEAR GAS WATER HEATERS 
ieee eee ee ee BACKED BY 1S-YEAR 


PRORATED WARRANTY 





PRICED RIGHT! Fowler water heaters are 


economically priced for quick, profitable sale. 


FON IER 


Lou 
Glass- lined 


WATER HEATERS 


FOWLER MANUFACTURING COMPANY 
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is subject to criminal penalties, 
civil enforcement actions, and 
suits for treble damages. 


Business decline 
(Continued from page 78) 


been as many as ten.” 

In the Dutton shop the average 
cost of completely reconditioning 
and refinishing an appliance is 
$25. 

As trade-in merchandise is ac- 
cumulated it is warehoused. 
Then, as there is room in the 
mechanical overhaul and refin- 
ishing department, appliances are 
moved in and stripped. New parts 
are installed until mechanical 
satisfaction is achieved. 

In the case of a box, for ex- 
ample, the process includes a 
thorough cleaning, refinishing of 
shelves, installation of a new door 
seal, and always the refinishing 
of doors. Often dents must be re- 
moved and the item must be re- 
finished completely. 

To illustrate what this policy 
does for the movement of trade- 
in merchandise, Dutton recalled 
an incident involving a customer. 

“This man came in and said he 
just had to have a certain type 
of box right now. I said I was 
sorry, but I didn’t have a thing 
to show him at the moment and 
suggested he come back in a few 
days or let me call him. No, he 
couldn’t wait. He insisted he had 
to have a box, a good used box 
that would supply his needs. 

“Finally, I agreed to show him 
a box such as he wanted. But I 
warned him it was not very good 
looking. It was, in fact, rather 
beaten up and we had moved it 
into the shop for overhaul and 
refinishing. I didn’t want to show 
it to him, but he insisted. 

“Yet when he saw the box he 
backed away quickly. No, indeed, 
he wouldn’t have such a box. He 
wanted about the same box, but 
it had to be clean. ‘I wouldn’t 
have that box in my house,’ he 
concluded. 

“Well, he came back about 
four days later. I told him we had 
a box exactly like the one he 
looked at, except that it was 
much better looking and in better 
condition. It was the same box of 
course, completely reconditioned 
in the meantime. It was just what 
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WHILE | DEFROSTS .. . WHILE YOU SLEEP” | SLEEP 
VRADEM ARE BEC ITED, 
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DEFROSTING 


| DEFROSTS .. . WHILE YOU SLEEP” | 


Cash in on the Swing 
to Automatic Defrosting 


The big news in refrigerators in 
1951 is Automatic Defrosting! As 
more and more refrigerator manu- 
facturers play up this wanted fea- 
ture — more and more housewives 
are sold on its advantages—and this 
creates a tremendous market for 
you ...no matter what make of 
refrigerator you sell! For now you 
can offer simple, clean, worry-free 
automatic defrosting for any refrig- 
erator, new or old, with Paragon's 
performance-proved “de-frost-it”! 


An Untapped Market of 
29,000,000 Refrigerator Owners 
Is ap for 


acAroseit 


| DEFROSTS . . . WHILE YOU SLEEP” | WHILE YOU SLEEP 


SETI sone 


at oes Complete — 


nothing else to buy. 


@ de-frost-it is the only com- 
plete unit . . . hung any- 
where . . . no installation 

+ + Mo extra cord to buy. 
© de- frost-it is completely 
performance proved . . 
hundreds of thousends of 
satisfied users. 
“My do-frost-it de-frost-it is made ond 
does away with bocked by the world's larg- 
hond-defrosting est exclusive manufacturer of 
mess ond bother, time controls. 
saves mehoursot @ de-frost-it is bocked by og- 
time, keeps food gressive national advertising 
longer — cuts . teaching over 7,000,- 
down electric 000 prospects . . . month 
bills and refrig- after month. 
ts . 
anita Fa hw 7 a ap gr 
-_— s ces 
= the Doregen - dealer cids help you 
de-frost-it! 
cash in on customer demand. 


PARAGON ELECTRIC COMPANY 


1618 TWELFTH STREET © TWO RIVERS, WIS. 


$3 








ay Vii IS #& 


‘ K COMPLETE 
y LINE OF 


Frigid’ Economy and Heavy Duty 

Belt Driven Attic & Industrial Fans 

Quiet Operation. For Upright or 
-? ? 4 a. . 








rf Simple | 


Frigid’ Patented Hassock Fan. 
Equipped with Sealed Bearing G.E. 
Motor thet never needs oiling 
Runs on 3 Quiet Speeds. Hand- 
some golden tan finish. Sturdy and 
Safe. Low Price. 


WR24 & WR 30 Electrically revers- 
ible window fan with grill in front 
and back. Acts as exhaust fan—then 
ot the flick of a switch becomes 
an intake fon. Hammertone finish. 
Simple Installation 


R20. Electrically Reversible, thin 
streamlined beauty. From an ex- 
haust fan to an intake fon ot the 
mere flick of a switch. Operates at 
3 Quiet Speeds. Adjustable from 
28” to 34” wide. Popular Price 


Square Frame Heavy Duty Quiet 
Exhaust Fan — 4 Blade Aluminum 
Propeller. Welded Steel Frames. 
G.E. Motors 


Shutters, Blowers, Spray Booth Fons. Ete. 





he wanted and he paid $35 more 
than the price I quoted the first 
time. 

“That illustrates what can be 
done with used appliances that 
look like new and operate like 
new. It is that kind of recondi- 
tioning that enables us to give a 
one-year guarantee on used ap- 
pliances.” 

Dutton says, “We go pretty 
strong for service,” and adds that 
details are unnecessary because 
“our service policy and our per- 
formance on service is on a par 
with the service of most metro- 
politan dealers I know about.” 

There are two Dutton stores 
in Greenville. One, the main 
branch, is uptown and caters 
largely to city traffic. The other 
is some distance removed, in the 
farm market section, or that part 
of Greenville frequented most by 


’ the farm trade. 


Then there is one other trick 
to using a truck in the appliance 
business that has been adopted 
by Dutton. He has equipped one 
of his trucks with a cattle bed. 

At the time this was written 
the cattle market merited close 
watching. Nevertheless, this truck 
also makes trips to the country 
loaded with merchandise, but 
does not return empty. It returns 
hauling livestock, taken in trade 
on merchandise. 


Farr better service 
(Continued from page 75) 


locker for which he has a key. 
The lockers are open from the 
back and accessible from the 
stockroom. 

At the end of the day’s work, 
he turns in any tubes still in war- 
ranty, his day’s service reports, 
and a list of his requirements 
for the next day. This material is 
ready for him in his locker when 
he reports for work the following 
morning. 

There is ample parking space 
in the immediate neighborhood 
for service men’s cars. Conven- 
ient space is also available on 
the company’s paved parking lot 
for loading of chassis and for the 
convenience of customers. 

The company hopes to develop 
a large business in cash-and- 
carry TV _ repairs. Advertising 
will read, “Bring your TV set to 


the shop on the way to work and 
pick it up on the way home.” 
That way they expect to save 
a lot of manpower and give the 
customer much faster repairs 
than if they sent a man out and 
then had to deliver the finished 


set or chassis. 
Salesroom 


Before any merchandise is per- 
mitted to go into the salesroom, 
it is given a thorough test and 
inspection for performance, fin- 
ish, and value. Then it is tagged 
as approved for sale and placed 
on display. 

Electrical outlets ‘and antenna 
plugs are installed sufficiently 
close to each other to permit 
flexibility in the type of merch- 
andise that can be shown and its 
arrangement in the room. 

Attractive floor layouts and 
displays are given as much con- 
sideration here as they are in the 
store handling only new merch- 
andise. 

The regular Mort Farr sales- 
men take turns in manning the 
salesroom for a day. This assures 
top-level salesmen at all times 
and acquaints the sales staff with 
trade-in values and reconditioned 
merchandise better than would 
be possible by any other method. 

Since each salesman has an 
automobile parked at the main 
69th Street store, he can drive 
customers interested in recondi- 
tioned items to the service center 
whenever he encounters these 
prospects. 

In this way, the two stores 
operate as one; the need for hav- 
ing new and used stock compet- 
ing for the same sale is eliminat- 
ed; and an early step is taken to- 
ward giving the reconditioned 
merchandise the importance it 
must have in the near future. 


Construction 


The building is of cinder block 
construction, 55 by 110 feet in 
size, with heavy 14-inch by 16- 
inch wooden beams. (An 18-foot 
length weighs 1150 pounds.) 
These were used because of the 
steel shortage. 

Topping the beams is flooring 
3 inches thick that had to be 
specially tongued and grooved at 
the mill. It is much heavier than 
any available commercially in 
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order to withstand the weight of 
a large stock of heavy appliances 
and television consoles. 

Easy access was an important 
consideration .in planning. The 
loading platform at the side is ex- 
actly at truck-bed height. The 
basement is entered by a ramp. 

The 15-foot by 15-foot finishing 
room containing the spray booths, 
entirely separate from the rest of 
the building to eliminate fire 
hazards, has a ground-level en- 
trance. 

To facilitate cleanliness 
throughout the building, the 
heaviest linoleum obtainable is 
used to cover the entire main 
floor, and the damp-proof con- 
crete basement is coated with a 
special penetrating compound to 
prevent the formation of dust. 

This basement area is a full 
55 by 110 feet in size and can be 
used for anything from manufac- 
turing work to storing more than 
ten carloads of merchandise. 

Big steel casement windows 
permit the entry of maximum 
daylight to all parts of the build- 
ing, and office, showroom, and 


service room ceilings are mount- 
ed with cold-cathode lighting so 
that the staff may work in com- 
fort and the merchandise can be 
shown to good advantage. 

The building is equipped with 
a 600-ampere service to take care 
of any electrical loads in the 
future. 

Heat is supplied by gas-fired 
unit heaters that may be used 
for air circulation in summer. 


How to plan your store 
(Continued from page 73) 


ed on and compared with others 
—all pretuned and adjusted for 
perfect demonstration. Size of 
the picture, tone quality, and op- 
erating facilities are all self-ex- 
planatory. The customer is no 
longer left in doubt as to how the 
set he admires will look in his 
own home. 

The floor space broadens out to 
further back in the store, and 
both sides are equipped with in- 
direct lighting over three rows of 
merchandise. 

While the narrower portion of 


the store accommodates the small 
radios and radio consoles, tele- 
vision sets and combinations on 
the platform occupy the wider 
space. 

Table models at eye-level are 
displayed on the shelves. All sets 
along the center aisles are con- 
nected and ready to operate. 

The lighting can be arranged 
for either day or night TV view- 
ing, and the fixtures are so ar- 
ranged as to eliminate glare on 
the picture screens. 

Even the color scheme of this 
new Associated store has receiv- 
ed careful and painstaking atten- 
tion. The ceiling has been paint- 
ed a deep eggplant tint, for ex- 
ample, thus lending height to the 
room. 

The walls are draped with coral 
chiffon velvet, and the woodwork 
is trimmed with orchid and chart- 
reuse, and flat-white iron scroll 
work. 

The record department is not 
equipped with counters. Again, 
the customer is in the,fore-front 
of consideration. He makes his 
own selections, assisted by the 
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present a refined, 
natural aluminum color blends with any dec- 
oration, eliminating need for paintin 
grille or winter cover is required. 
in 5 different widths, single panel up to 73” 
long. No operating mechanism shows. Built- 
in fusible link. Meets fire underwriters re- 
quirements 


WRITE FOR NEW CATALOG 43-8 
Hiustrations and detoils of the complete AIR- 
FLO line 


A/R-FLO 


AUTOMATIC 


CEILING SHUTTER 
‘ FOR ATTIC FAN 


Built so they can be installed practically 
flush with the ea AIRFLO Ceiling Shutters 


imished appearance. Their 


and no 
urnished 


Air Conpitionnc Propucts Co. 


2340 W. LAFAYETTE BLVD. - 


DETROIT 16, MICH. 





well-trained record girls. 

Records are arranged in three 
groups by speeds: 45 rpm, 33 
rpm, and the standard 78 rpm 
shellac records. These, in turn, 
are grouped according to catalog 
titles and numbers. 

Associated engineers have 
developed a novel turntable, with 
soundproof ear-phones designed 
‘ for “spot” listening. All sizes of 
records may be played, and all 
speeds are available without use 
of attachments or change of need- 
les. 

The customer merely regulates 
speed by a manual clutch lever. 
For those who prefer the deep, 
resonant tones of a loud speaker, 
four listening posts at eye-level 
are provided. 

A “Busy People’s Service” has 
also been inaugurated. This con- 
sists of a loan for home trial. 

Acting on the theory that busi- 
ness people are usually in a hurry 
when visiting the record depart- 
ment, Associated will allow them 
to take home records worth up to 
$100, and will give them credit or 
refund if they are returned with- 


| 


in a five-day limit. 

This plan has proved a tremen- 
dous sales builder. As every 
dealer knows, the ordinary pro- 
cedure is for the customer to try 
out records amounting to from 
$50 to $100 and possibly buy $5 or 
$10 worth. 

Under this “Service” arrange- 
ment it is not at all unusual for 
the customer to borrow $100 
worth of records, and decide to 
keep all but five or ten per cent 
of them! This not only speeds up 
the department traffic, but elimi- 
nates the necessity of providing 
private record rooms. 

Associated carries about $250,- 
000 worth of stock—which in- 
cludes the varied line of kitchen 
appliances including ranges, 
freezers, and refrigerators. 

Sixty per cent of their busi- 
ness is on credit; but delinquent 
accounts have amounted to only 
3/10 of 1 per cent during the 
past year. 

“Service” is the keynote of 

_Associated’s policy. A _ repair 
shop and general work rooms 


back of the store occupy more 


than twice the space of the display 
-ooms. 

Three service trucks and eight 
private cars are constantly in op- 
eration, day or night, and a force 
of 35 employees is ready to care 
for the customer’s requirements. 

“Business is really tremen- 
dous,” observed McCarthy. “We 
get 99 per cent of it through news- 
paper advertising. Our plan is to 
place ‘prestige ads,’ rather than 
the familiar bargain copy. 

“We run ordinary sales adver- 
tisements only when we have 
something new on the market, or 
some genuine bargain 
large lots. 

“We do very little with mailing 
campaigns, and have no real out- 
side salesmen—our store displays 
here on this busy thoroughfare 
give us plenty of publicity.” 

Welburn Guernsey, president 
of Associated Stores, started the 
Florida chain 20 years ago. C. R. 
Courtleigh is vice-president. 
Further expansion is contemplat- 
ed, with the probable installation 
of several branch in the 
Miami area. 


item, in 
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FASTEST 


ELECTRIC CLEANING 
ACTION EVER BUILT! 


The Now DAVIS 


CLecito - Sweep 
WITH Magic 3 Broom ACTION 


Brand new electric cleaning 
principle sweeps 3,500 
strokes per minute! Faster, 
easier cleaning at new, low 
cost! 


A PRECISION CLEANER 


Picks up hair, lint, tiny par- 
ticles better than finest vac- 
uums. New wheel-less ''Float- 
ing" Action reaches every- 
where. Jiffy controls. 





ONLY 


Built For Mass Market Sales 


Only Electro-Sweep is priced right for every 
home! Budget-minded homes can now afford 
electric cleaning. Class market homes will 
want Electro-Sweep for fast, light pickup jobs. 
DAVIS MFG. COMPANY, PLANO 1, ILL. 
Southeast Rep. 
H. K. Dewees Co 
Walton Bidg., 


Thomas Bidg., 
Atlanta, Ga. oe 


Dallas, Tex. 








able with 


your copies. 


806 Peachtree St., N. E. 





Handbooks of Adequate Wiring 


Two valuable booklets avail- 


Electrical South. 


“Handbook of Residential Wiring Design’ and 
“Handbook of Farmstead Wiring Design” sum- 
marizing the latest authorative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscripion to Electrical South at the special 
price of $2.50 for a limited time. Send name, ad- 


dress, and remittance at once to make sure of getting 


ELECTRICAL SOUTH 


Atlanta 5, Ga. 
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Day-Brite Lighting, Inc 
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Duncan Electric Mfg. Co K dow installation: 
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New Orleans 8, La. 
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Eastern Fixtures Co. 36 Kayline Co., The 
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Eto’ entilating meer: 


pecialties 


You Can’t Beat This 
Automatic Shutter 


An automatic shutter that not only 
opens more quickly but also closes 
more tightly. Completely weather- 
stripped to make a snug, tight fit. 
And its louvers have special felt 
silencing pads. Noted also for ab- 
sence of blade flutter. Sizes from 
8” to 72” square — also rec- 
tangular. 





' 
’ 


ae 


“Echo” Automatic ie 3 Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


per ELGO SHUTTER & MFG. CO. 


ATALOG 2738 W. WARREN DETROIT 8, MICH. 

















QUALITY G LATT H AR FIXTURES 


No. 1236 


Designed for modern homes, this four 
light fixture has proven to be a fast 
moving unit. Matching companion 
fixtures are available, either in chain 
drop or close ceiling models. 


Immediate orders can be filled. 


THE GLATTHAR of COMPANY 


949 East 72nd St. Cleveland 3, Ohio 
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Three beautiful useful fans you will want because they are 


right in the middle of this year’s buyers’ trend on design, 
price and application. It will pay you to investigate. Send 
for prices and literature. 


) 


, meet 
yy 
« 
ZL 


MODEL P12-16—A jewel. Portable as o handbag, just as 
useful. Two sizes, two speeds. An easy seller, popular priced 
and the public wants it. 


MODEL R. W. P.—Reversible, adjustable 
window fan, two speeds, two sizes—12”, 16”. 
Available as a package with stand to convert supply your needs for 
fan to portable or as window fan only. Actually centrifugal blowers, 
three fans in one for price of one good fan, SINGLE INLET... 

BLE INLET... 
IRECT DRIVEN 
ILITY UNITS. 5” to 
5” wheel diameter, 
@ few hundred CFM 
to 25,000. Compact, 
strong, top delivery, 
certified ratings. 


The Hy-Duty line will 





30 other models 

Fresh-Air Makers in MBP ARPS eng EU Beet be BY 
popular type fans VENTILATING DIVISION 
and innumerable INDIANAPOLIS 7, INDIANA 
centrifugal blowers ENGINEERS AND MANUFACTURERS 


5” to 25”. of Zine Qo 


RW20—Electrically reversible 20” window fan— 
2900 cfm. The answer to demand for a fine 
powerful, quiet fan for a small home or apart- 
ment at a moderate price. 
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AA proclamation 
So on quality ! 


To Westinghouse Dealers and 
Their Customers Everywhere 


he Westinghouse creed and long-range policy has 
always been “No Compromise On Quality”. You may 
rest assured that it is the avowed and unalterable policy 
of Westinghouse management that inferior substitute 
materials shall never be used in any product bearing the 
Circle W trade mark. 

In fact, should the defense program demand further curtailment in 
the use of critical raw materials, Westinghouse will discontinue any 
product whose quality would be adversely affected. 

The quality and durability of Westinghouse products being produced 
today have in no way suffered from the current restrictions and alloca- 
tion system in force on raw materials. 

On the contrary, Westinghouse research has evolved methods and 
processes of producing in many instances a better product that requires 
the use of less material in short supply. 

You can be sure that Westinghouse will never offer a product that 


would invalidate the words we and our retailers live by— 
you CAN BE SURE..1F rs Westinghouse 
Dicschtinteten.. 


President, Westinghouse Electric Corporation 
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PARALLEL MAINS 





Available with three, 3 
wire, 30 or 60 ampere 
pullouts with 4, 6 and 8 
plug fuse branches 

























Adds to Square D’s 
extensive line of fusible 


service entrance equipment— 


designed to meet 
the increasing demands 
of modern «electrical living” 


SERIES MAINS 


100 ampere pullout con- 
trols two, 3 wire, 30 or 
60 ampere pullouts with 
8, 10, oF 12 plug fuse 
branches 


ALL HAVE THESE 
DESIGN LEADERSHIP 
FEATURES: 


Generous Wiring Space- 

maintain. 

Solderless Connecto 
faster wiring. 
Dead-Front Constr 
exposed. 
Ample Knock 


Simple to install and 
rs onal terminals. Easier, 


yction. No live parts are 





outs. Designed and located for ; 
= The Complete Line covers 1to 12 circuits for 


convenient wire pulling and “ganging. 
Raintight Enclosures available with Square D's Lighting, Electric Ranges. Water Heaters and 
new Interchangeable Hubs. Special Appliances. All Underwriters Approved. 


ASK YOUR ELECTRICAL pIsTRIBUTOR FOR SQUARE p PRODUCTS 




















—D de MEXICO, S.A mexico CITY, D.F. 





SQUARE D COMPANY CANADA LTD., TORONTO » SQUAR 
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CONSIDER THESE 


4 G-E WIRING FACTS 


WHEN YOU EXPAND YOUR ELECTRICAL SYSTEM 
sy, 

















Q. HOW CAN YOU REDUCE INSTALLATION TIME FOR NEW POWER AND 
@ CONTROL CIRCUITS IN LIGHT INDUSTRIAL AND COMMERCIAL BUILDINGS? 


A. Use G-E Electrical Metallic Tubing. This lightweight, thin-wall 
tubing cuts instaliation time because it’s easy to handle, easy to bend, 
and easy to install. 


Q. WHAT RACEWAY WITHSTANDS MACHINE 
@ VIBRATION AND PROVIDES BOTH FLEXIBILITY AND 
PROTECTION? 


~\ 
. m2) | 
General Electric an AA. G-E filcxible steel conduit is ideal for 


Construction Materials —_ ~, machine-wiring installations. This tough raceway 
can be hand-shaped around obstructions where 


Division at Bridgeport : j | space is limited. It stands up under severe operat- 
. <i ——— ing conditions where motors and other equipment 
is a headquarters 


cause vibration. 
for wiring progress 


Through constant research and pre- 


cision manufacturing methods, the G-E 3 Q WHAT ARE THE ADVANTAGES OF THE 6-E 
@ 


REMOTE-CONTROL WIRING SYSTEM IN 
INDUSTRIAL AND COMMERCIAL BUILDINGS? 


Construction Materials Division sets 
the pace with modern and high-grade 
wiring materials. 


Through distributors in every local- A. G-E remote-control wiring system pro- 
ity and specialists in the local G-E vides control of corridor lights from central 
offices, the G-E Construction Materials locations to assist watchmen and cleaning 
Division offers you complete service crews. The small lightweight control wires can 
on any type of wiring problem. be removed easily as partitions and floor lay- 
outs change. 

For information on any G-E 
wiring material product, contact your 
local G-E Construction Materials dis- 

- tributor, or write Section K-58-724, 
ie Uentestieas: Sthcuntehéien Setabadeen. Q. HOW CAN LAYOUT TIME BE SAVED WHEN PRESENT INDUSTRIAL 

Sisdiael Ohiante Contaates, Salihgeitinn @ ELECTRIC POWER SYSTEMS ARE EXPANDED? 

2, Conn. 


A. G-E Varnished-cambric Interlocked-armor cable—carrying its own 
flexible raceway—presents no complicated layout problems. This ready- 
to-install cable can be bent around obstructions, strung over long runs, 
laid up on existing beams, or installed on racks. 








Goo Ce fue. Bona confidence 270 
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